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Our  cover  picture  this  month  is  another  photograph 
by  George  Douglas  of  R.  1.  Nesmith  &  Associates, 
specially  posed  for  UEF  News. 


UNDERWOOD  ELLIOTT  FISHER  SUNDSTRAND  SPEEDS  THE  WORLD'S  DUSINESS 


We  are  particularly  pleased  to  present 
two  of  the  stories  that  appear  in  this  issue 
— one  on  the  Aetna  Life  Insurance  Co., 
Underwood  users  for  many  years,  and  the 
other  about  that  splendid  Elliott-Fisher  in¬ 
stallation  in  the  San  Francisco  and  Oak¬ 
land  stores  ol  the  Emporium  Capwell  Cor¬ 
poration. 

We  are  publishing  these  stories,  not  be¬ 
cause  they  are  unique  and  sensational,  but 
because  they  are  typical — in  one  sense  in¬ 
deed,  not  in  the  least  out  of  the  ordinary! 
I  here  are  hundreds  of  firms  just  as  prom¬ 
inent  and  important  as  those  we  feature 
this  month,  which  for  years  have  depended 
on  UEF  products  and  service. 

We  are  going  to  tell  you  about  some  of 
these  great  companies  in  future  issues. 
Perhaps  this  information  will  he  useful  oc¬ 
casionally  in  going  after  business,  perhaps 
it  will  occasionally  give  you  an  idea  worth 
something  to  you  in  dollars  and  cents.  We 
hope  so — but  one  tiling  we  are  sure  of — 
it's  a  great  satisfaction  when  looking  at  a 
magazine  advertisement  or  listening  to  a 
radio  program  to  be  able  to  reflect,  “They 
use  the  products  I  sell  .  .  .  they  do  bus¬ 
iness  with  my  company!” 

After  all,  if  there  is  any  one  thing  that 
carries  ns  half  way  to  success,  it  is  being 
able  to  take  ^  i 
pride  in  our  /  /  ^  n  •  / 

jobs.  J-liC 
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BLUE  EAGLE 

^  Underwood  Elliott  Fisher  gives  full 
cooperation  to  President’ s  recovery 
drive;  Office  Equipment  Manufactur¬ 
ers’  Code  waits  approval. 

Today  the  Blue  Eagle  hangs  in  the 
windows  or  on  the  walls  of  every 
office  of  the  Underwood  Elliott  Fisher 
Company,  symbolizing  our  full  coopera¬ 
tion  with  the  President’s  recovery  pro¬ 
gram. 

Even  before  the  Presidents’  Reem¬ 
ployment  Agreement  had  been  signed, 
and  display  of  the  Blue  Eagle  author¬ 
ized,  The  Office  Equipment  Manufac¬ 
turers  Industry  Code,  to  which  our 
company  subscribed,  had  been  formerly 
presented  and  filed  with  the  National 
Recovery  Administration.  This  was  on 
August  11th  and  the  code  now  awaits 
consideration  and  approval  by  the  Gov¬ 
ernment. 

This  code,  under  which  office  equip¬ 
ment  manufacturers  will  operate  for 
the  duration  of  the  National  Industrial 
Recovery  Act,  primarily  covers  hours 
of  labor,  wages  and  salaries  and  carries 
a  provision  contemplating  the  later  sub¬ 
mission  of  supplementary  or  additional 
codes,  including  fair  trade  practices  for 
specific  subdivisions  of  the  industry 
such  as  the  typewriter  code. 

Immediately  after  the  formal  presen¬ 
tation  and  filing  of  the  Office  Equip¬ 
ment  Manufacturers  Industry  Code,  pe¬ 
tition  was  made  to  NRA  to  substitute 
some  provisions  of  the  industry  code 
for  some  provisions  in  the  President’s 
Reemployment  Agreement.  This  peti¬ 
tion  was  granted. 

Here  are  the  provisions  of  the  Blue 
Eagle  agreement  as  it  affects  our  or¬ 
ganization,  and  as  set  forth  in  the  let¬ 
ter  of  August  16th  from  General  Sales 
Manager  F.  F.  Wright  to  the  field; 


WE  DO  OUR  PART 


1.  Branch  employees  (except  outside 
salesmen,  servicemen  and  apprentice 
servicemen,  department  foreman  and 
watchmen  receiving  less  than  $35.00 
per  week,  shall  not  be  employed  for 
more  than  40  hours  in  any  one  week, 
averaged  over  a  five  weeks  period;  pro¬ 
vided,  however,  that  such  employee  may 
not  be  employed  more  than  48  hours  in 
any  one  week  nor  more  than  8  hours  in 
any  one  day. 

2.  Minimum  rates  of  wages,  for  branch 
employees  (except  outside  salesmen, 
servicemen  and  apprentice  servicemen, 
department  foremen  and  watchmen) 
shall  be  as  follows: 

In  any  city  over  500,000  popula¬ 
tion,  or  the  immediate  trade  area  of 
such  city  $15.00  per  week; 

In  any  city  between  250,000  and 
500,000  population,  or  the  immediate 
trade  area  of  such  city  $14.50  per 
week ; 

In  any  city  between  2,500  and  250,- 
000  population,  or  the  immediate 
trade  area  of  such  city  $14.00 
per  week; 

In  towns  of  less  than  2.500  popu¬ 


lation  to  increase  all  wages  by  not 
less  than  20%,  provided  that  this 
shall  not  require  wages  in  excess  of 
$12.00  per  week. 

3.  The  limitations  of  paragraphs  1 
and  2  above  do  not  apply  to  outside 
salesmen,  servicemen  and  apprentice 
servicemen,  department  foremen  or 
watchmen,  or  employees  in  a  manage¬ 
rial  or  executive  capacity  who  receive 
more  than  $35.00  per  week,  and  the 
Code  does  not  place  any  limitation  on 
the  hours  or  wages  of  such  personnel. 

4.  Persons  under  the  age  of  16  years 
shall  not  be  continued  or  employed. 

While,  as  will  be  noted,  servicemen 
and  certain  others  are  exempt  from  the 
limitations  specified,  Mr.  Wright’s  let¬ 
ter  further  stated,  “As  soon  as  possible, 
the  Service  Manager  will  rearrange 
schedules  for  servicemen  to  as  nearly 
as  practical  conform  with  the  above  as 
to  hours  and  wages,  in  further  cooper¬ 
ation  with  the  objectives  of  the  Pres¬ 
ident.” 

PROMOTIONS 

|[  Three  old-timers  move  up  in  Pacific 
District  shifts.  W.  M.  Coffman  made 
district  manager;  J.  C.  Young  goes  to 
San  Francisco;  F.  G.  Fink  made  Se¬ 
attle  branch  manager. 

T  HREE  men,  veterans  in  our  organ- 
•  ization,  and  well  known  to  Under¬ 
wood  Elliott  Fisher  men,  have  been 
promoted  to  positions  of  increased  re¬ 
sponsibility  following  the  appointment 
of  F.  F.  Wright  as  general  sales  man¬ 
ager  of  our  company. 

They  are:  W.  M.  Coffman,  formerly 
branch  manager  at  San  Francisco,  who 
takes  Mr.  Wright’s  place  as  Pacific 
District  Manager;  J.  C.  Young,  former¬ 
ly  Seattle  branch  manager,  who  has 
been  made  branch  manager  at  San 
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THE  HOT  SHOT  SALESMAN 

“/  think  youd  better  stick  in  a  couple  more  machines  over  there.  Pres.,  old  pal.’ 
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Francisco  and  F.  G.  Fink,  formerly  our 
sales  agent  in  Oakland,  Cal.  who  is 
now  our  branch  manager  at  Seattle. 

Few  men,  probably,  have  had  as  col¬ 
orful  a  career  as  Mr.  Coffman,  nor  one 
marked  by  sucb  consistent  and  rapid 
advancement  in  whatever  field  he  en¬ 
tered. 

Leaving  his  native  state  of  Virginia 
at  the  age  of  17,  he  started  out  to  see 
the  world  via  box  cars  and  ships.  His 
first  stop  was  New  York,  where  as  he 
himself  puts  it.  “my  idea  of  New  York 
was  from  Chatham  Square  to  14th  St. 
on  the  Bowery.”  After  working  for  a 
year  in  the  big  city,  the  young  man 
“went  west”  breaking  rocks  on  the 
railroads  and  even  taking  a  fling  at 
cow  punching.  Finally  reaching  Cali¬ 
fornia,  Bill  Coffman  decided  he  wanted 
to  see  Australia.  “An  estimable  gentle¬ 
man”  he  met  on  the  waterfront  shipped 
him  aboard  a  four-masted  sailing  vessel 
but  its  destination  turned  out  to  be 
Queenstown,  Ireland! 

Pick  and  Shovel 

A  number  of  years  later,  all  spent  at 
sea,  and  four  of  them  as  first  mate. 
Bill  decided  to  settle  down.  He  got  mar¬ 
ried  and  even  though  he  had  just  a 
step  to  go  to  be  master  of  a  ship,  he 
started  life  all  over  again — with  a  pick 
and  shovel!  The  building  he  was  work¬ 
ing  on  proved  to  be  a  Y.M.C.A.  and 
when  it  was  finished  they  gave  Bill  the 
job  of  secretary. 

After  three  years  of  Y.M.C.A.  work, 
Bill  branched  out  into  civic  activities. 
He  had  charge  of  aquatic  arrangements 
during  the  Panama-Pacific  Exposition, 
and  later  took  over  the  management  of 
the  Sutro  Baths,  a  million  dollar  enter¬ 
prise,  and  ran  it  most  successfully.  It 
was  then  that  Bill  arrived  at  the  deci¬ 
sion  to  make  a  third  and  final  “start  in 
life”  and  he  picked  a  “natural”  for  his 
talents.  He  became  an  Elliott-Fisher 
salesman  working  out  of  the  San  Fran¬ 
cisco  office  and  immediately  started  to 
show  the  kind  of  results  that  in  five 
years  made  him  manager  of  the  branch. 
In  the  11  years  that  followed.  Bill  Coff¬ 
man  continued  to  live  up  to  his  reputa¬ 
tion,  until  when  his  latest  opportunity 
arrived,  he  was  the  logical  choice  for 
the  big  job  of  managing  the  Pacific 
District. 

J.  C.  Young 

The  year  1916  saw  two  new  recruits 
in  the  office  machine  business — one  in 
the  Portland,  Ore.  branch  of  the  Elliott 
Fisher  company,  the  other  in  the  Under¬ 
wood  office  at  Butte,  Mont.  These  two 
men  were  destined  to  work  side  by  side 
in  later  years,  and  to  figure  together  in 
the  same  news  story  of  individual  suc¬ 
cess.  The  first  was  J.  C.  Young  and  the 
other  was  F.  G.  Fink. 


Mr.  Young  started  his  career  as  an 
Elliott-Fisher  serviceman,  and  after  a 
year  became  a  salesman  in  the  Spokane 
office  of  the  Elliott-Fisher  company.  In 
1919  he  became  manager  of  the  office 
and  two  years  later,  was  made  branch 
manager  at  Seattle.  He  held  this  posi¬ 
tion  for  11  years,  and  then  in  1932, 
was  placed  in  charge  of  the  consoli¬ 
dated  branch. 

F.  G.  Fink 

Mr.  Fink’s  first  job  with  our  organ¬ 
ization  was  as  an  Underwood  salesman, 
attached  to  the  Butte  office  from  1916 
to  1919,  except  for  an  interlude  of  war 
service  in  the  aviation  corps.  On  July 
1,  1919  he  became  manager  of  the 
Butte  office  and  three  years  later  was 
transferred  to  Portland,  Ore.  in  the 
same  capacity.  Christmas  of  1924  found 
him  manager  at  Seattle,  where  he  re¬ 
mained  until  1929.  On  April  1st  of  that 
year,  he  went  to  San  Francisco  as  Un¬ 
derwood  manager,  and  continued  to 
manage  the  Typewriter  Division  until 
the  first  of  this  year,  when  he  moved  to 
Oakland,  Cal.,  as  our  sales  agent  there. 

TENNESSEE  VALLEY 

^  South  looks  hopefully  to  great  future 
and  added  business  opportunity  as  Gov¬ 
ernment  starts  development  of  Tennes¬ 
see  River  section. 

T’  HOSE  whose  eyes  are  open  to  the 
'  trend  of  events,  and  who  appreciate 
the  boundless  and  as  yet  untapped  re¬ 
sources  of  our  country,  never  doubt 
that  developments  of  the  near  future 
are  going  to  dwarf  all  our  past  prog¬ 
ress  into  insignificance. 

Symbol  of  this  Tomorrow  which  is  so 
close  at  hand,  is  the  newly  launched 
Tennessee  Valley  project.  Typewriter 
Salesman  F.  H.  Herrick  of  Nashville 
here  gives  UEF  News  readers  an  idea 
of  what  it  will  mean  to  UEF  men 
throughout  this  section  of  the  South. 

“The  people  of  Nashville  are  looking 
forward  to  our  city  developing  into  the 
largest  city  in  the  South.  Nashville  is 
only  115  miles  from  Wilson  Dam,  the 
center  of  Muscle  Shoals — just  an  easy 
three-hour  drive  over  a  beautiful  high¬ 
way.  Being  the  largest  city  so  close  to 
the  heart  of  the  development,  Nashville 
is  bound  to  expand  rapidly. 

“With  Wilson  Dam,  ‘the  Niagara  of 
the  South,’  and  one  of  the  greatest 
sources  of  power  supply  in  the  world, 
sending  out  what  no  doubt  will  be  the 
lowest  priced  electrical  energy  in  the 
country,  the  entire  Tennessee  River  val¬ 
ley  should  develop  into  one  of  the  larg¬ 
est  manufacturing  centers  in  the  United 
States. 

“Davidson  county  and  Nashville,  for 
example,  already  have  284  industrial 


Top:  Pacific  District  Manager  IF.  M.  Coff¬ 
man;  Above:  San  Francisco  Branch  Man¬ 
ager  J.  C.  Young,  and  center,  F.  G.  Fink, 
branch  manager  at  Seattle. 

establishments  producing  products 
amounting  to  $140,000,000  annually. 
With  the  assurance  of  cheap  electrical 
power,  hundreds  of  additional  plants 
should  be  attracted  to  Nashville  and 
Middle  Tennessee  with  the  result  a 
large  increase  in  the  sale  of  typewriters 
and  adding  and  bookkeeping  machines. 

“We  here  in  the  Nashville  office,  are 
doing  what  we  imagine  our  branches 
in  other  parts  of  the  great  area  affected 
by  this  development  are  doing — laying 
plans  to  reap  our  full  share  of  this  ad¬ 
ditional  business  and  to  take  an  enthu¬ 
siastic  part  in  making  the  rich  Tennes¬ 
see  Valley  an  ideal  living  section — what 
has  been  described  as  ‘Exhibit  A  of 
the  new  America.’  ” 
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WIN  PORTABLES 

|[  Weekly  awards  of  Underwoods  to 
lucky  number  holders  at  W orld’s  Fair, 
results  in  wide  publicity. 

The  weekly  award  of  two  Underwood 
portables  at  the  UEF  World’s  Fair 
exhibit  to  lucky  number  holders,  has 
been  creating  great  interest  among  the 
visiting  crowds  and  in  the  home  towns 
of  winners.  Local  newspapers  publish 
stories  about  the  awards,  and  it  re¬ 
quires  little  imagination  to  picture  the 
word-of-mouth  advertising  carried  on 
among  their  friends  by  the  recipients 
of  these  beautiful  portables!  Forty-four 
machines  in  all  will  be  given  away  dur¬ 
ing  the  Fair. 

Following  is  the  list  of  winners  for 
the  first  ten  weeks: 

June  10th:  Walter  Sullivan,  Chicago; 

0.  B.  Barth,  Jr.,  Oakland,  Cal. 
June  17th:  Douglas  IVIacNabb,  Syracuse; 

Bernice  Smith,  Urbana,  III. 


June  24th:  Josephine  Gallagher,  Chicago; 

I.  L.  Brown,  Knoxville,  Tenn. 
July  1st:  Mrs.  E.  W.  Wilby,  Little  Silver, 
N.  J.;  E.  J.  Ritter,  Flint,  Mich. 
July  8th:  L.  S.  Connelly,  Waukegan,  Ill.; 

Lawrence  Christensen,  West 
Hartford,  Conn. 

July  15th:  Alan  Rains,  Philadelphia; 

Anna  H.  Replinger,  Downers 
Grove,  Ill. 

July  22nd:  Mrs.  L.  Wanasek,  Burlington, 
Wise.; 

Zella  Funk,  Steamboat  Springs, 
Col. 

July  29th:  Geo.  B.  Ogden,  Utica,  N.  Y.; 

Robert  S.  Barkell,  Oakland,  Cal. 
Aug.  5th:  Opal  G.  Monroe,  Celina,  Ohio; 

Alma  Ruemelin,  Milwaukee. 
Aug.  12th:  Richard  Shafer,Hillsdale,Mich. ; 

Kenneth  Pratt,  Stillwater,  Okla. 

OUR  MISTAKE 

AST  month’s  story  that  T.  A.  Bowdoin, 
Columbia,  S.  C.  manager,  bad  installed 
“32  Underwoods  in  the  Federal  Land  Bank 
there”  should  have  read,  “sold  32  Noiseless 
Underwoods  to  the  Federal  Land  Bank 
and  Columbia,  S.  C.” 


TESTIMONIALS 

^  Two  stories — one  about  a  Sundstrand, 
the  other  about  a  Derwood  ribbon  and 
how  they  won  praise. 

A  GRUELING  test  under  actual-use 
conditions  which  the  Underwood 
Sundstrand  passed  with  flying  colors  is 
described  by  Ed  Davis,  Hamilton,  O. 

“Underwood  Sundstrand  8120  had 
been  on  trial  at  the  Champion  Coated 
Paper  Co.  for  two  months  and  in  use 
beside  our  other  Sundstrand  models.  It 
was  operated  from  six  to  eight  hours  a 
day  by  a  girl  on  a  unit  cost  plan, 
adding  and  multiplying,  and  where  it 
has  had  a  hard  test  if  ever  a  machine 
had  one.  Mr.  R.  Stephen,  the  head  of 
the  department  will  use  nothing  but  a 
Sundstrand  for  his  work.  He  declares, 
furthermore,  that  these  machines  get 
three  times  as  much  use  there  as  they 
would  in  the  average  business.  Some  of 
the  machines  in  this  department  are 
over  six  years  old,  have  never  been 
overhauled  and  are  good  as  ever.” 


Match  This  One! 

A  dealer  who  was  formerly  associated 
with  one  of  the  manufacturers  of  standard 
ribbons,  was  approached  to  carry  the  Ell- 
wood  line.  He  frankly  stated  that  while  he 
thought  we  had  the  best  portable,  and 
tlierefore  was  pushing  it  in  preference  to 
any  other,  he  was  perfectly  satisfied  with 
the  ribbons  he  was  handling.  When  pre¬ 
vailed  upon  to  try  our  Derwood  ribbon,  he 
finally  consented  on  the  consideration  that 
it  cost  him  nothing.  A  Derwood  ribbon, 
which  had  40  percent  use  on  February  14, 

1932,  was  immediately  placed  on  a  ma¬ 
chine.  He  used  it  constantly  until  May  23, 

1933,  a  period  of  15  months.  A  customer 
then  came  into  his  store  to  purchase  a 
light-writing  ribbon  and  the  dealer  sold 
this  same  Derwood  for  35  cents!  At  last 
reports  the  ribbon  was  still  giving  satisfac¬ 
tory  service  to  its  new  owner! 


Above,  any  day  at  the  UEF  Century  of 
Progress  exhibit.  Crowds  like  this,  and 
even  greater,  come  and  go  in  a  steady 
procession. 


Here  are  the  folks  who  are  making  the 
UEF  exhibit  at  the  World’s  Fair  the  sensa¬ 
tional  success  that  it  is — our  hard-working, 
enthusiastic  staff.  Starting  with  the  bottom 
row  and  going  from  left  to  right,  we  pre¬ 
sent:  Barney  Stapert,  Libby  McNeill,  Edith 
Brockmeier,  Irene  Sexton,  Lydia  Gerber, 
Katherine  Farrell,  Evelyn  Norton,  and  Bob 
Campbell;  middle  row:  E.  C.  Clewell, 
Gladys  O’ Day,  Mary  Moran,  A.  J.  Camp¬ 
bell,  H.  0.  Blaisdell,  Al  T angora,  Charlotte 
Radline,  and  Evelyn  Burke;  top  row: 
George  JEarren,  porter;  C.  A.  Lohman, 
Bob  Toms,  Joe  Dunn,  Eddie  Schmidt,  Ar¬ 
thur  Schuelke,  Bob  Linker  and  W.  A. 

Iverson. 
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Now  Is  The  Time  To  Sell  Underwood 
Sundstrands  To  Schools;  Machines 
Sold  for  Student  Use  Will  Cement 
Foundation  for  Future  Leadership 


X IME  marches  on !  The  growth  of 
*  touch  typewriting,  following  the  de¬ 
velopment  of  the  shift  keyboard,  swept 
into  oblivion  the  crude,  old-fashioned 
and  inefficient  double-keyboard  ma¬ 
chines.  (See  School  Sales  Manager  W. 

D.  M.  Simmon’s  graphic  account  of  this 
significant  chapter  in  typewriter  history 
— Sales  Bulletin  175,  Oct.  12,  1932.) 

Today,  touch  operation  of  10-key  ad¬ 
ding  machines  promises  to  usher  in  a 
new  era  of  greater  speed  with  less  effort  and  more  accu¬ 
racy  in  the  world’s  business  calculations — dooming  the 
illogical,  “centipede-keyed”  models  to  obsolescence  along 
with  the  Caligraph  and  other  half-forgotten  primitive  bus¬ 
iness  machines.  Where  progress  is  concerned,  history 
always  repeats  itself! 

The  trend  of  events  is  inevitable,  but  it  is  up  to  us  to 
speed  the  day  of  realization.  A  great  educational  effort 
lies  ahead  of  us.  That  means  only  one  thing — to  put  more 
and  more  Underwood  Sundstrands  into  the  nation’s 
schools.  It  is  in  the  commercial  classrooms  that  boys  and 
girls  form  the  habits  and  preferences  which  will  influence 
adding  machine  purchases  by  our  prospects  tomorrow. 
Underwood  typewriter  supremacy  in  business  is  founded 
on  Underwood  leadership  in  the  schools.  We  can  do  the 
same  job  with  the  Underwood  Sundstrand. 

Now  is  the  time  to  act!  So  far  our  highly  successful 
1933  school  campaign  has  been  mostly  a  “single-barreled 
proposition.  .  .  .  “Still  deluged,”  declares  Mr.  Simmons. 
“Our  sales  force  is  doing  a  great  job,  but — let’s  give  them 
both  barrels!” 

That  other  barrel  is  the  Sundstrand.  The  same  schools, 
the  same  people  who  are  buying  Underwoods  from  our 
hard-hitting  salesmen  can  be  sold  Sundstrands.  The  Un¬ 
derwood  Sundstrand  story  is  a  winner  if  we  tell  it — stress¬ 
ing  touch  operation  and  the  versatility  of  the  machine  for 
all  forms  of  figuring  and  persuading  school  men  to  make 
funds  available  for  this  all-important  part  of  their  com¬ 
mercial  training  equipment.  And  the  same  reminder,  so 
effective  in  selling  typewriters, 
also  applies.  It  will  pay  school 
boards  to  buy  now  while  prices 
are  so  advantageous. 

Let’s  get  busy  today  and 
turn  that  “deluge”  Mr.  Sim¬ 
mons  talks  about  into  a  cloud¬ 
burst! 


WHY  NOT? 


Touch  typewriting  and  the  shift 
keyboard  made  old-fashioned  dou¬ 
ble-keyboard  typewriters  obsolete.  Today,  touch  op¬ 
eration  of  the  speedy  10-Key  Underwood  Sundstrand 
promises  to  doom  time-wasting,  myriad-keyed  adding 
machines  to  the  same  fate.  Where  progress  is  con¬ 
cerned,  history  always  repeats  itself! 


LOST  — in  a  forest  of  keys! 
Poor  girl,  her  children 
won't  believe  that  Mother 
endured  such  awful  and  un¬ 
necessary  nightmares  back 

in  1933  B.U.T.O.  (Before 
universal  touch  operation.) 
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The  beautiful  home  office  building  of  the  Aetna  Life  Insurance  Company  and  its  Affiliated  Companies,  in 


Hartford.  Conn. 


at  ci^itMttaacc  C^oaa^ani^  St  UUitwrJ/ 

ON  UNDERWOOD  TYPEWRITERS 


The  roster  of  firms  that  use  Underwood 
typeivnlers  reads  like  the  ‘‘‘W hoi’s  Who” 
of  American  business.  Many  of  these 
nationally -known  organizations  are  practic¬ 
ally  standardized  on  Underwood  equip¬ 
ment,  having  found  by  the  exacting  test 
of  years  of  use  that  no  other  typewriter 
so  completely  measures  up  to  their  re¬ 
quirements  of  speed,  efficiency  and  de¬ 
pendability.  UEF  News  here  presents  the 
first  of  a  series  of  articles  picturing  some 
of  these  organizations  and  installations. — 
The  Editor. 

Three  years  ago  the  Aetna  Life  In¬ 
surance  Company  and  its  Affiliated 
Companies,  the  Aetna  Casualty  and 
Surety  Company,  the  Standard  Fire  In¬ 
surance  Company  and  the  Automobile 
Insurance  Company  of  Hartford,  Con¬ 
necticut,  moved  into  their  splendid  new 
Home  Office  building  on  Farmington 
Avenue,  where  for  the  first  time  in 
many  years  the  entire  organization  was 
housed  under  one  roof. 

The  Aetna  Life  Insurance  Company 
was  established  in  1850,  and  with  its 
affiliated  companies,  has  experienced  a 
steady  growth  during  the  more  than  80 
years  of  its  history.  Because  of  the 


rapidly  increasing  volume  of  business 
during  the  decade  from  1920  to  1930  it 
had  been  necessary  to  occupy  space  in 
ten  different  downtown  office  buildings. 
Faced  with  the  task  of  providing  for 
the  future,  the  management  had  ac¬ 
quired  in  1921  a  17-acre  tract  in  the 
residential  district  of  Hartford  to  which 
it  later  added  other  additional  prop¬ 
erty.  Upon  this  large,  park-like  area 
there  now  stands  what  is  generally 
conceded  to  be  the  largest  colonial-type 
building  in  the  world. 

Designed  by  the  noted  James  Gamble 
Rogers,  who  also  drew  the  plans  for 
the  Harkness  Memorial  in  New  Haven, 
the  Aetna  Life  is  a  masterpiece  in 
brick  and  stone.  It  is  so  perfectly  pro¬ 
portioned  that  one  does  not  at  first 
realize  its  tremendous  size,  but  the  fact 
is  that  it  is  an  eighth  of  a  mile  long 
with  a  cubical  content  of  over  eleven 
million  feet.  Architectural  beauty  and 
convenience  of  operation  are  combined 
to  a  marked  degree,  every  provision  of 
plan  and  equipment  having  been  made 
to  provide  the  utmost  in  efficiency.  Fu¬ 
ture  as  well  as  present  space  require¬ 
ments  have  been  considered  in  the  lay- 
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Rawdon  JF.  Myers 
Vice  President  and  Comptroller 


John  C.  Duncan 
Assistant  Comptroller 


out  which  will  permit  considerably  in¬ 
creased  personnel  and  equipment  when¬ 
ever  conditions  demand  such  expansion. 

The  welfare  of  the  Aetna's  more  than 
2000  Home  Office  employees  has  been 
adequately  provided  for,  there  being 
two  large  cafeterias,  an  infirmary, 
varied  recreation  facilities  and  a  beau¬ 
tiful  central  auditorium  with  a  com¬ 
pletely  equipped  stage,  organ  and  mov¬ 
ing-picture  booth. 

The  Aetna  Life  Group  is  one  of  the 
country’s  outstanding  insurance  organi¬ 
zations,  writing  practically  every  type 
of  insurance  and  bonding  protection 
and  operating  from  coast  to  coast.  The 
Aetna  maintains  200  field  offices  and 
there  is  an  agency  organization  of  25,- 
000.  Its  size  is  still  further  indicated 
by  the  fact  that  it  is  the  first  multiple¬ 
line  insurance  organization  in  America 
to  have  paid  over  a  billion  dollars  to 
and  for  its  policyholders,  such  pay¬ 
ments  to  date  being  in  excess  of  $1,- 
300,000,000! 

Handling  of  the  tremendous  and 
varied  writing  needs  of  an  organization 
such  as  this  is  a  great  and  important 
responsibility.  For  years  this  has  been 
intrusted  to  Underwood  and  several 
thousand  Underwood  typewriters  are  in 
use  in  the  Home  Office  and  in  the  field. 
Some  slight  indication  of  the  volume  of 
typing  may  be  gained  from  the  fact 
that  in  the  Home  Office  Transcribing 
Department  alone  there  are  56  opera¬ 
tors  producing  an  average  monthly 
lineage  in  excess  of  830,000. 

The  officers  in  charge  of  equipment 
and  supplies  are  Vice  President  and 
Comptroller  Rawdon  W.  Myers,  and 
Assistant  Comptroller  John  C.  Duncan. 
Upon  them  devolves  the  ultimate  re¬ 
sponsibility  for  maintaining  all  equip¬ 
ment  adequate  to  meet  the  continually 
growing  needs  of  this  large  organiza¬ 
tion.  The  latest  expression  of  the  con¬ 


fidence  and  satisfaction  of  these  Aetna 
Life  officers  in  the  Underwood  type¬ 
writer  was  a  recent  order  for  over  800 
machines  to  replace  all  field  equipment 
more  than  five  years  old.  Arrangements 
were  also  made  for  UEF  servicing  of 
all  field  machines.  Assistant  Comp¬ 
troller  Duncan  sponsored  this  plan  of 
replacing  machines  at  regular  intervals 
and  paying  a  flat  annual  charge  for 
service.  He  feels  that  by  this  system, 
which  not  only  provides  up-to-date 
equipment, — at  all  times  in  perfect  con¬ 
dition — but  also  fixes  a  definite  price 
per  machine,  including  purchase  and 
service  over  a  period  of  years — a  vast 
amount  of  details  such  as  checking  in¬ 
voices,  correspondence  concerning  field 
equipment,  etc.  will  be  eliminated  and 
ultimate  economies  effected. 

District  Manager  C.  L.  Minton  of 


Right:  Supervisor  Margaret  F.  Donovan  and  the  Accounts  and  Agency  Division  of  the 
Central  Transcribing  Department.  Below:  A  general  view  of  the  department. 


Hartford  has  represented  our  company 
during  the  many  years  of  friendly  re¬ 
lations  with  the  Aetna  Life  organiza¬ 
tion  and  has  been  giving  his  personal 
attention  to  its  writing  machine  prob¬ 
lems  since  the  days  when  he  was 
branch  manager  at  Hartford.  Assisting 
him  is  Mr.  R.  F.  Weems,  our  present 
branch  manager  in  Hartford. 
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MAKING  OUR  RIBBONS 

and  Eainon  paper 


^  The  second  of  a  series 
of  articles  on  our  modern 
plant  at  Burlington,  N.  J. 

BY  E.W.  CURTIS,  JR. 

Supply  Sales  Manager 

The  first,  and  one  of  the  most  impor¬ 
tant  steps  in  the  production  of  uni¬ 
formly  high  quality  carbon  paper  and 
inked  ribbons,  is  the  selection  of  proper 
paper  and  cloth  for  their  respective 
purposes.  Long  experience  has  given 
Mr.  S.  A.  Neidich  and  his  technical 
staff  superior  knowledge  of  the  world’s 
markets,  which  assures  us  at  all  times 
of  ample  stocks  of  cloth,  paper  and  ink 
components. 

The  second  important  factor  is  the 
storage  of  both  cloth  and  paper.  Our 
humidors,  having  over  a  year’s  storage 
capacity,  and  equipped  with  finely  cal¬ 
ibrated  instruments,  extract  the  mois¬ 
ture  and  prepare  the  stock  for  manu¬ 
facture. 

The  various  grades  of  cloth  are  care¬ 
fully  examined  before  use,  and  are 
then  slit  to  the  desired  widths  on  slit¬ 
ting  machines  of  Mr.  Neidich’s  own  de¬ 
sign.  The  edges  are  simultaneously 
sealed  with  a  special  compound  and 
roughly  wound  into  reels  of  576  yards. 
These  reels  of  cloth  (ribbons)  are  later 
refinished  and  carefully  rewound  be¬ 
fore  being  inked. 

The  third  factor,  and  equally  impor¬ 
tant  in  the  manufacture  of  carbon  pa¬ 
per  and  inked  ribbons  is  the  prepara¬ 
tion  of  the  inks  used.  Again  Mr.  Neid¬ 
ich’s  long  experience  with  thousands  of 
formulae  and  his  constant  laboratory 
development  and  testing  (of  both  our 
own  and  competitor’s  merchandise) 
keeps  us  in  front  of  the  industry.  This 
testing  department  and  laboratory  are 
also  used  in  sampling  and  testing  car¬ 
bon  paper  and  ribbons  for  our  branch 
offices.  All  complaints  are  carefully  an¬ 
alysed  in  this  department  and  full  ad¬ 
vantage  taken  of  everything  learned  in 
the  process. 

The  making  of  inks  and  carbon  coat¬ 
ings  is  a  science  in  itself  and  we  are 
fortunate  in  having  Mr.  Neidich’s  years 
of  experience  and  continual  laboratory 
work  in  its  development.  Great  care  is 
exercised  in  the  selection  of  the  raw 
materials  used  as  well  as  in  the  mixing 
and  grinding  in  order  to  ensure  uni¬ 
formity. 
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We  illustrate  the  Grinding  and  Car¬ 
bon  Coating  Rooms  to  give  you  an  idea 
of  the  extent  of  these  operations.  The 
humidors  in  which  the  raw  cloth  and 
paper  stocks  are  kept  at  proper  tem¬ 
peratures  are  also  shown  and  give  an 
idea  of  how  this  is  handled. 


Top  to  bottom:  View  of  the  storage  room 
in  which  raw  cloth  and  paper  stock  is 
“aged”  in  special  humidors;  a  battery  of 
ink  grinding  machines;  front  view  of  some 
of  the  carbon  coating  machines  and,  at  bot¬ 
tom,  rear  view  of  the  same  machines.  These 
photos  give  some  idea  of  the  size  and  vari¬ 
ety  of  modern  machinery  used  in  making 
our  ribbons  and  carbon  paper. 
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Written  on  an  Underwood  in  2 
minutes,  10  seconds. 


Underwoods  with  Katakana 
Keyboards  Speed  Business 
and  Education  of  Children 

T  HE  writing  problem  is  one  which 
*  long  exercised  the  minds  of  the 
Japanese  and  there  are  still  three  dis¬ 
tinct  schools  of  thought  as  to  which  is 
the  best  writing  form  for  general  use. 

The  old  school  wish  to  retain  the 
thousands  of  old  Chinese  ideographs, 
which  are  obviously  useless  for  foreign 
business  and  the  study  of  which  takes 
up  years  of  children’s  lives;  another 
movement  would  have  the  writing  all 
done  in  Roman  letters;  a  third  advo¬ 
cates  the  general  use  of  the  phonetic 
Katakana  Japanese  writing  for  all  pur¬ 
poses  except  foreign  business.  For  the 
propagation  of  this  last  tenet  the  Kata¬ 
kana  Society  was  founded  in  1918. 

Katakana  writing,  consisting  of  only 
48  fairly  simple  characters,  is  learned 
by  all  Japanese  children  and  its  wide 
adoption  in  place  of  the  complicated 
Chinese  characters  at  present  used 
would  relieve  the  children  of  the  study 
of  some  thousands  of  ideographs,  and 
would  enable  them  to  spend  the  time 
thus  saved  on  other  subjects.  Tbis 
alone  would  appear  to  be  a  powerful 
argument  in  favor  of  the  general  ad¬ 
option  of  Katakana  writing,  but,  ad¬ 
ditionally,  it  occurred  to  the  late  Mr. 
Yamashita  of  the  Katakana  Society, 
that  Katakana  could  be  easily  written 
on  an  ordinary  typewriter  to  the  great 
benefit  of  all  business  houses. 


BY  A.  W.  M.  EDWABDSON 

Underwood  Typewriter  Dept. 

Dodwell  &  Co.,  Ltd.,  Tokyo 

Katakana  writing  is  an  essentially 
Japanese  adaptation  of  the  Chinese 
characters  devised  by  a  Buddhist  priest 
800  years  ago.  There  is  not,  therefore, 
such  wide  opposition  to  the  adoption 
of  Katakana  as  there  is  to  the  Roman 
writing. 

Mr.  Yamashita,  approached  the  Un¬ 
derwood  Typewriter  Co.  with  his 
plans.  There  were  naturally  one  or 
two  problems  to  be  overcome  in  adapt¬ 
ing  this  writing  to  a  foreign  typewriter, 
f^or  instance,  Katakana  writing  was  al¬ 
ways  written  vertically  in  the  same  way 
as  the  Chinese  characters  and,  in  order 
to  make  it  easily  readable  horizontally, 
certain  modifications  had  to  be  made  in 
style.  It  was  also  Mr.  Yamashita’s 
plan  that  the  style  should  be  such  as 
to  enable  readers,  after  a  little  prac¬ 
tice,  to  apprehend  the  words  as  a 
whole,  in  the  same  way  as  is  done  in 
English,  instead  of  taking  them  syl¬ 
lable  by  syllable,  as  had  been  done  up 
till  then. 

After  considerable  work  had  been 
put  in,  a  type  was  designed  with  the 
cooperation  of  Mr.  B.  C.  Stickney  of 
the  Underwood  company,  and  Under¬ 
wood  produced  in  1922  the  first  type¬ 
writer  writing  Katakana  characters 
horizontally. 


.ibove,  left:  Three  Japanese  typists  in 
Katakana  Society  offices. 

Circle:  Katakana  speed  champion.  This 
young  lady  wrote  the  letter  illustrated; 
her  record  is  410  strokes  a  minute,  with¬ 
out  errors,  on  the  Underwood! 


Since  that  time,  considerable  prog¬ 
ress  has  been  made  by  the  Katakana 
movement  in  Japan  and,  soon  after  the 
introduction  of  the  Underwood  4-bank 
portable  typewriter,  Katakana  type  was 
applied  to  this  model  also,  making  Kat¬ 
akana  machines  more  widely  available. 

The  Katakana  Society  continues  to 
extend  its  activities  and  the  member¬ 
ship  has  now  reached  20,000.  A  regular 
part  of  its  program  is  the  organization 
of  periodical  public  exhibitions,  skill¬ 
fully  conceived  to  attract  the  public 
and  to  place  before  them  clearly  and 
concisely  the  many  advantages  of  more 
general  use  of  this  simplified  writing. 
At  these  exhibitions  expert  typists  give 
demonstrations  of  speed  writing  on  Un¬ 
derwoods  and  the  speed  attained  by 
these  operators  is  such  that  they  are 
able  to  typewrite  speeches  directly 
without  use  of  shorthand. 
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Photo  courtesy 
Paramount 
Pictures. 

Cary  Grant  in  “The 
Eagle  and  The  Hawk.” 


Competition  goes 
down  in  a  cloud  of 
smoke  before  the 
withering  fire  of  the 
UEF  sales  aces! 
Watch  for  next 
month’s  stories  of 
the  “most  interest¬ 
ing  sales” — true  sto¬ 
ries  of  peace-time 
battles  on  the  far- 
flung  UEF  front. 


■%' 


SEVENTY-EIGHT  Under¬ 
woods  (74  Noiseless  and 
four  Standard)  are  now  on  the 
job  in  the  Department  of  Taxa¬ 
tion  and  Finance,  State  of  New 
York,  as  a  result  of  a  fine  job  of 
selling  by  Salesman  James  S. 
Larson  of  Albany. 

As  Salesman  Larson  himself  puts  it, 
“I  have  been  out  for  a  long  time  for  the 
scalp  of  a  certain  competitor  whose 
typewriters  have  been  altogether  too 
popular  in  these  parts. 

How  good  a  scalping  job  he  did  may 
be  gathered  from  the  fact  that  out  of 
65  trade-ins,  42  were  of  that  one  par¬ 
ticular  make! 


R.  I.  Nesmith 


Boise 

EMONSTRATING  an  Underwood 
^  6-11  on  a  restaurant  table  to  the 
School  Superintendent  of  Bliss,  Idaho, 
climaxed  a  unique  bit  of  detective  work 
by  Salesman  T.  M.  Fisher,  Jr.  and  re¬ 
sulted  in  an  order  for  six  machines. 

With  Manager  A.  J.  Salisbury,  Fisher 
that  afternoon  had  returned  a  repair 
job  to  the  town  of  Twin  Falls.  Then 
he  heard  that  Bliss  High  School  was 
planning  to  buy  some  typewriters,  and 
that  a  new  superintendent  had  been  ap¬ 
pointed.  Remembering  that  the  former 
school  head  had  emphatically  turned 


him  down  about  a  week  before,  this  was 
big  news  to  Fisher.  Jumping  into  their 
car  Fisher  and  Salisbury  started  for 
Bliss — 40  miles  away. 

There  they  found  the  Superintendent 
out,  both  at  his  office  and  at  home.  De¬ 
termined  to  locate  him,  they  obtained 
the  license  number  and  description  of 
his  car.  Next  they  searched  the  streets 
and  finally  discovered  the  auto  in  front 
of  a  small  restaurant.  In  went  the  two 
“sleuths” — and  spotted  their  man  at  a 
table,  eating  dinner.  They  joined  him 
— ordered  dinner  and  soon  were  en¬ 
gaged  in  friendly  conversation.  Then, 
with  the  coffee,  they  brought  in  the  Un¬ 
derwood  for  a  demonstration! 

Fast  work — but  not  a  bit  too  fast  be¬ 
cause  the  Superintendent  had  already 
visited  the  offices  of  two  of  our  com¬ 
petitors — was  a  personal  friend  of  one 
competitive  salesman,  while  the  schools 
had  practically  standardized  on  the 
other  make  for  four  years. 

To  top  the  machine  order,  two  dozen 
of  our  typewriter  ribbons  were  also 
purchased  at  the  same  time.  How’s  that 
— Mr.  Curtis? — A.  J.  Salisbury. 


Paducah,  Ky. 

They  never  had  a  demonstration; 

they  never  saw  the  machine — yet  the 
sale  was  closed  in  three  minutes,  al¬ 
though  it  took  three  years  to  get  them 
to  the  point! 

That,  in  a  nutshell,  is  the  story  of 
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Paducah,  Ky.  Sub-Branch  Manager 
Clay  Kidd’s  sale  of  an  Underwood  6-11 
recently  to  a  firm  that  wasn’t  interested 
“nohow”  for  36  months. 

He  called  every  30  days;  he  talked 
to  stenographers,  billing  clerks,  office 
manager — everybody  in  the  office — but 
they  were  satisfied  with  what  they  had. 
They  wouldn’t  even  look  at  an  Under¬ 
wood. 

The  more  he  was  rebuffed,  the  more 
determined  did  Manager  Kidd  become. 
He  started  a  campaign.  Friends  of  his 
were  friends  of  the  management  and 
once  a  week  one  or  another  of  them 
when  calling  on  this  stubborn  prospect 
casually  would  say,  “By  the  way,  I  saw 
the  new  Underwood  No.  6  demon¬ 
strated.  That’s  the  best  typewriter  on 
the  market”.  Each  week  they  had  some¬ 
thing  else  to  say — all  quite  casually! 
This  went  on  for  six  months,  until  sud¬ 
denly  one  day  as  Mr.  Kidd  made  his 
monthly  visit  to  the  office  he  was  greet¬ 
ed  with  this:  “I’m  going  to  buy  one  of 
your  new  Underwoods  with  an  11-inch 
carriage.  How  soon  can  you  deliver  it”. 
Answered  Mr.  Kidd,  “Just  as  quickly 
as  you  will  sign  this  order  and  as  soon 
as  I  can  get  to  the  office  and  back!” 


Boston 


Early  prejudice  against  our  ma¬ 
chines,  strong  competition — includ¬ 
ing  price  inducements  and  concessions 
offered  by  a  second  hand  dealer — failed 
to  stop  the  sale  of  a  CAX43AE-8D  El- 
liott-Eisher  machine  to  a  Boston  coal 


company. 

Eugene  Auger  was  the  man  who  se¬ 
cured  this  order,  which  included  also 
17  vertical  registers,  a  D64AE  platen 
and  a  pedestal. 

Several  demonstrations  were  given 
and  two  competitive  tests  runs  were 
made  on  the  busiest  days  completely 
convincing  the  customer  that  the  Elli- 
ott-Fisher  machine  is  anything  but 
“slow  and  cumbersome”.  Deciding  fac¬ 
tors  in  this  sale  were:  (1)  method  and 
ease  of  doing  the  work,  and  (2)  the 
service  offered  by  our  company. 

Salesman  Auger’s  demonstration  of 
heading  bills  particularly  impressed  the 
customer.  (Several  bills  were  inserted 
under  the  left  rail  and  removed  without 
pushing  the  head  back.) 

One  competitor  offered  to  let  the  cus¬ 
tomer  run  his  “electric  keyboard”  ma¬ 
chine  for  three  months.  Another,  four 
of  whose  machines  were  already  in  use, 
had  the  advantage  of  the  best  operator 
in  the  company  as  his  dem¬ 
onstrator.  The  second-hand 
dealer  quoted  a  price  50% 
lower  than  ours  and  offered 
to  include  all  stationery  in 
the  same  figure! 

Applications  and  forms 
used  are :  Accounts  Receiv- 


EIGHT  BRANCHES  NOMINATED  THESE  SALES 

as  the  most  intetesting  ot  the  month 


able  (coal  bills,  duplicate  statements, 
ledger,  distribution  journal,  separate 
ledger  for  oil  sales,  analysis  of  ac¬ 
counts)  ;  General  Ledger  (expense  and 
inventory  accounts). — H.  T.  McBrien. 

El  Paso 

LI  C.  BARBOUR  of  El  Paso  gave  his 
I  I  •  competitor  a  head  start  and  still 
beat  him  to  a  sale  the  other  day. 

The  customer  was  a  law  firm  and 
wanted  a  double  comma  instead  of  the 
usual  question  mark  and  comma.  The 
L  C  Smith  salesman  had  the  type  in 
his  pocket,  while  Barbour  had  to  go 
back  to  the  office  for  the  desired  metal 
— leaving  the  competitor  feverishly  tak¬ 
ing  his  machine  apart.  He  was  still 
hard  at  it  when  Barbour  returned,  fixed 
up  the  Underwood,  put  the  secretary 
to  work  on  it  and  walked  out  with  the 
signed  order! 

Y  oungstown 

WHEN  it  comes  to  educating  typists 
in  the  merits  of  the  Underwood 
there  probably  isn’t  a  better  teacher 
than  Prof.  A.  C.  Campbell  of  Youngs¬ 
town. 

In  the  branch  office  of  a  large  na¬ 
tional  manufacturer  he  encountered  a 
deplorable  state  of  affairs.  It  was  ex¬ 
plained  to  him  that  the  girls  didn’t 
know  the  difference  between  Woodstock 
and  Underwoods — and  so,  of  course 
they  were  using — well,  you  guess. 

Prof.  Campbell  got  busy,  provided 
the  young  ladies  with  “instruction” 
cards  and  gave  them  a  “lecture”  or 
two.  They  were  good  pupils  and  very 
soon  were  able  to  give  a  letter-perfect 
recitation  on  Underwood  superiority. 

Result:  the  sale  of  one  14-inch  Noise¬ 
less;  one  11-inch  key-set  Standard  Un¬ 
derwood;  two  Underwood  Standard 
Portables^ — and  one  10140-P  Underwood 
Sundstrand.  Prof.  J.  P.  Egan  came  in 
on  this  last  deal,  out-maneuvering  a 
competitor. — Ralph  Mowry. 

Los  Angeles 

Salesman  j.  h.  huntley,  los 

Angeles  sold  the  local  branch  of  a 
large  New  York  brokerage  office  so 
completely  on  the  Underwood  Sund¬ 
strand  that  they  placed  an  order  for 


Reading  from  top  down,  and 
from  right  to  left:  H.  C.  Bar¬ 
bour,  El  Paso;  James  S.  Lar¬ 
son,  Albany;  J.  P.  Egan, 
Youngstown;  Phillip  P.  Freder¬ 
ick,  New  Haven;  Thomas  M. 
Fisher,  Jr.,  Boise;  Eugene  Au¬ 
ger,  Boston;  A.  C.  Campbell, 
Youngstown;  Clay  Kidd, 
Paducah. 


nine  machines  and  paid  for  them  in  ad¬ 
vance  of  delivery. 

The  models  sold  were:  one  No.  10- 
140P;  four  No.  10240-E  and  four  No. 
8140-P. 


New  Haven 

SHOWING  a  user  how  to  take  work 
away  from  a  competitive  machine 
already  installed  and  how  to  save  time 
by  putting  it  on  an  Underwood  Sund¬ 
strand  was  the  method  Salesman  Phillip 
P.  Frederick  of  New  Haven  employed 
recently  in  selling  a  Model  8142  P  (C- 
13  ISP). 

Frederick  found  his  prospect  while 
canvassing  competitive  machine  users 
discovering  by  a  close  survey  of  office 
conditions  that  the  big  post¬ 
ing  machine  employed  was 
slightly  overloaded.  He  dem¬ 
onstrated  how  accounts  pay¬ 
able  accounts  could  be  seg¬ 
regated  and  posted  on  a  wide 
carriage  8142  at  a  great  in¬ 
crease  in  efficiency.  The  com¬ 
bination  of  an  attractive 
price  and  the  application  fit¬ 
ted  into  the  scheme  of  things 
in  this  office  perfectly. 

Here’s  real  salesmanship! 

As  Manager  R.  A.  Howard 
comments,  “In  digging  up 
this  application,  Frederick 
was  refusing  to  take  it  for 
granted,  as  salesman  are 
sometimes  apt  to  do,  that  just 
because  competitive  equip¬ 
ment  is  already  in  use  on 
a  bookkeeping  application, 
there  is  no  room  for  a  ma¬ 
chine  such  as  our  Sund¬ 
strand  statement  model.” 
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ELLIOTT-FISHER  SET-UP 


Install  Unit  Billing  Plan 
In  Emporium  and  Capwell 
Stores;  31  Machines  Used 


From  ermine  wraps,  above,  to 
ladies'  bags,  right,  the  thou¬ 
sand  and  one  varieties  of  daily 
department  store  transactions 
are  accurately  and  speedily 
billed  and  accounted  for  by 
The  Emporium's  battery  of 
Elliott-Fisher  machines,  below. 

View  shows  the  accounts  re¬ 
ceivable  division. 

Fashion  note  for  the  ladies — evening 
wraps  for  fall  are  either  short  waist¬ 
line  or  three-quarter  length.  The  coat 
above,  of  the  longer  length,  is  cape¬ 
sleeved  with  blue  fox  edging  the 
sleeves  and  neckline. 


WHEN  the  Emporium,  San  Francis¬ 
co’s  largest  department  store  de¬ 
cided  a  few  months  ago,  to  adopt  the 
Unit  Plan  of  billing,  and  to  install  El¬ 
liott-Fisher  equipment  for  handling  the 
work,  it  was  only  after  long  and  careful 
consideration. 

For  years  this  firm  had  used  the  Dual 
Plan.  The  change  and  the  choice  of  El¬ 
liott-Fisher  was  the  outcome  of  weeks 
of  severest  competition,  during  which 
our  representatives  definitely  established 
the  complete  adaptability  and  superi¬ 
ority  of  our  machines  for  the  job. 

After  the  installation  had  been  made, 
officials  of  the  H.  C.  Capwell  Co.,  Oak¬ 
land,  Cal.,  second  unit  of  the  Emporium 
Capwell  Corporation,  investigated  the 
new  set-up  and  were  much  im¬ 
pressed  with  its  advantages. 
As  a  result,  the  Unit 
Plan,  using  Elli¬ 
ott-Fisher 


PAGE  12 


U  E  F  NEWS 


assistant 
branch  manager 
and  Salesman 
George  J.  Longue- 
ville. 

Salesman  Longueville  de¬ 
serves  special  credit  for  his 
untiring  efforts,  after  the  order 
was  placed,  in  building  up  produc¬ 
tion  records  to  a  high  level  of  efficiency. 

Executives  of  other  department  stores 
and  similar  retail  stores,  will  be  inter¬ 
ested  in  the  way  in  which  the  Empo- 
rium-Capwell  Corporation  is  handling 
its  accounting  problems  in  the  year 
1933,  being  progressive  and  far-sighted 
enough  to  take  full  advantage  of  the 
efficiencies  possible  with  the  most  mod¬ 
ern  accounting  machine  equipment. 

Now  is  the  time  to  tell  the  story.  De¬ 
cisions  in  respect  to  new  equipment  as 
a  general  rule  are  made  at  this  time  of 
year  so  that  orders  placed  can  be  filled 
and  installations  completed  sufficiently 
in  advance  of  the  Christmas  rush. 


machines  was  also  installed  in  the  Oak¬ 
land  store.  Thirty-one  machines  in  all 
are  now  in  service  in  the  two  establish¬ 


ments. 

Following  is  the  equipment  as  used 
in  both  stores: 

CAX13AE-7D  7D-D14AE-CM11  equip¬ 
ments,  with 

(1)  Interchangeable  date  type  feature.  No. 
518. 

NY38  4/lOths-inch  trip  plate. 

(2)  Combination  automatic  carriage  return 
and  marginal  stop,  No.  516. 

(3)  Four  decimal-position  skip  tabulator. 
No.  512. 

(4)  Enlarged  column  tabulator  button.  No. 
511. 

(5)  NY40  1/1 0th  inch  register  trip  plate. 

(6)  NY40  2/lOths  inch  register  trip  plate. 
In  the  Oakland  store,  also: 

3  CAX63AE-8D8D  equipments. 

NY40  2/lOths — inch  trip  plate. 

Enlarged  column  tab.  button.  No.  511. 

Forms  involved,  at  The  Emporium,  are 
statement,  ledger,  and  automatic  audit 
sheet,  using  the  double  crossfooter  line  en¬ 
try  proof  with  7D  DS  registers  over  the 
charges  and  credits  columns  and  7D  DR 
registers  over  the  old  balance,  new  balance, 
and  proof  columns. 

At  the  H.  C.  Capwell  Co.,  the  forms  in¬ 
volved  are:  statement,  ledger  and  automatic 
audit  sheet,  using  the  double  crossfooter  to 
obtain  double  proof  of  the  mechanical  ac¬ 
curacy,  without  proving  the  pick-up,  and 
employing  7D  DS  registers  over  the  charges 
and  credits  columns  and  7D  DR  registers 
over  the  old  and  new  balance  columns. 

The  three  16-inch  equipments  installed 
in  the  Oakland  store,  in  addition  to  being 
used  on  the  accounts  receivable  applica¬ 
tions  are  also  used  for  general  sales  data 
reports. 

Accounts  payable  records  are  also  han¬ 
dled  at  both  stores  on  Elliott-Fisher  ma¬ 
chines.  Plans  are  already  prepared  which 
will  result  in  the  complete  standardization 
of  forms  and  methods  as  soon  as  the  pres¬ 
ent  supply  of  forms  is  exhausted. 


H.  C.  Capwell 
store  in  Oakland, 
above.  The  Empori¬ 
um,  San  Francisco, 
above  right.  Accounts  re¬ 
ceivable  department,  Capwell 
store,  right.  In  triangle,  W m. 
von  Hacht,  top,  and  Salesman 
Geo.  J.  Longeville,  who  trained  the  op¬ 
erators  in  both  stores,  establishing  vol¬ 
ume  production  in  remarkably  short  time. 


The  posting  procedure  employed  is 
as  follows: 

The  accounts  are  arranged  alphabetically 
in  binders. 

The  operators  post  from  a  stack  of  tags 
arranged  alphabetically. 

Charges,  merchandise  credits  and  cash 
credits  are  posted  in  the  same  run. 

All  statements  are  headed  at  the  begin¬ 
ning  of  the  month  with  the  addressograph. 

Each  operator  handles  her  own  changes 
of  addresses. 

Each  operator  makes  her  own  duplicate 
statements. 

Each  operator  does  her  own  balancing. 

In  the  H.  C.  Capwell  store  a  control  is 
maintained  for  each  ledger.  In  the  Empo¬ 
rium  store  a  control  is  maintained  for  each 
three  ledgers. 

Trial  balances  are  secured  at  the  end  of 
the  month  simultaneously  with  carrying 
forward  of  balances  to  the  new  statements. 

Credit  for  the  successful  completion 
of  this  outstanding  Elliott-Fisher  instal¬ 
lation  belongs  to  four  individuals  in 
particular:  F.  F.  Wright,  now  our  gen¬ 
eral  sales  manager,  then  Pacific  district 
manager;  W.  M.  Coffman,  now  Pacific 
district  manager,  then  San  Francisco 
branch  manager;  William  von  Hacht, 
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An  order  with  a  sequel;  Underwood 
Sundstrand  helps  in  relief  work;  News¬ 
paper  buys  Elliott-Fisher  machines. 

Last  month’s  story  of  Salesman  Jack 
Fleming’s  sale  of  two  Underwood 
No.  77  portables,  equipped  with  pin¬ 
point  type,  to  the  National  Bank  of 
Commerce,  Seattle,  has  a  sequel. 

Mr.  L.  E.  Younger,  auditor  of  the 
bank,  recently  ordered  two  more,  say¬ 
ing,  “Those  machines  are  so  far  supe¬ 
rior  to  checkwriters  in  their  flexibility, 
convenience  and  completeness  of  pro¬ 
tection  that  we  want  eventually  to  have 
at  least  one  of  those  machines  in  each 
of  our  banks.” 

Mr.  Younger,  as  a  matter  of  fact,  is 
a  booster  for  the  entire  UEF  line.  Last 
month  he  also  purchased  an  Under¬ 
wood  Sundstrand,  Model  10140-P,  for 
use  on  consolidated  bank  statements. 

Method’s  Methods 

Behind  the  efficient  handling  of  re¬ 
lief  problems,  which  has  won  a  reputa¬ 
tion  for  the  city  of  Stevens  Point,  Wise, 
is  a  story  of  salesmanship  and  of  Un¬ 
derwood  Sundstrand  and  Elliott-Fisher 
superiority. 

Starting  with  the  sale  of  a  Sund¬ 
strand  101024-E  Duplex  to  replace  a 
Sundstrand  several  years  old.  Salesman 
H.  J.  Method  later  installed  a  16-inch 
Elliott-Fisher  machine,  one  10140-P 
and  one  8020  Underwood  Sundstrand. 
These  sales  grew  out  of  Method’s 


study  of  the  accounting  problems  en¬ 
countered  in  administering  relief  work 
in  the  City  Clerk’s  office  as  well  as  in 
the  Outdoor  Relief  departments.  State 
officials  have  commented  very  favorably 
on  the  set-up. 

Shea  Again 

Dick  Shea  has  been  starring  again  in 
the  Los  Angeles  branch.  His  latest  ex¬ 
ploit  was  the  sale  of  four  Elliott-Fisher 
machines  (double  crossfooters)  to  the 
Los  Angeles  Times-Mirror,  replacing 
old  E-F  equipment. 

Jack  C.  Kaplan,  a  veteran  Sund¬ 
strand  salesman,  has  taken  over  one  of 
our  adding  machine  territories. 

Glen  Turquand,  who  has  been  selling 
adding  and  accounting  machines  in 
Hollywood,  has  gone  to  New  York  to 
take  up  new  duties  in  the  general  office 
sales  department.  Glen  was  formerly 
stationed  in  San  Francisco  as  auditor 
for  the  Pacific  District. 

A  BOUQUET 

What  users  think  of  our  DeLuxe  line  of 
ribbons  is  typified  by  this  letter  from  the 
Coos  Bay  Lumber  company,  Oregon: 

“The  special  typewriter  ribbon  you  put 
on  our  office  machine  is  wearing  beauti¬ 
fully  and,  as  you  can  see,  giving  a  very 
clean  impression.  Bye  and  bye  we  shall 
want  more”. 

Manager  Ehrsam  of  Portland  relays  this 
note  from  B.  K.  Werner,  our  agent  in 
Marshfield,  Ore.,  who  comments,  “This  con¬ 
cern  has  been  using  other  brands  of  rib¬ 
bons  for  years  ...  we  can  well  afford  to 
tell  new  users  about  the  DeLuxe  line.” 


NEWS  FLASHES 

Wasau  •  Kansas  Ciiy  •  Seattle  •  Omaha 
Rockford  •  Milwaukee  •  Philadelphia 


TYPISTS  in  the  office  of  a  Wasau, 
•  Wise,  insurance  company  have 
cleaned  the  aspirin  boxes  out  of  their 
desks,  since  Sales  Agent  P.  D.  Snow  of 
that  city  has  cured  their  headaches 
from  unsatisfactory  typewriters.  The 
easy  touch,  fast  action  and  quietness, 
of  the  Underwood  Noiseless  has  put 
competition  to  rout,  despite  price  dif¬ 
ferentials,  winning  the  loyalty  of  all  the 
girls — including  those  who  at  first  re¬ 
fused  even  to  try  the  Underwood  Noise¬ 
less.- — C.  B.  Bretzke. 

A.  L.  Hitt,  Elliott-Fisher  and  Sundstrand 
service  man,  Kansas  City  branch,  was  mar¬ 
ried  to  Miss  Lillian  Shinner,  July  I5th.  Mr. 
and  Mrs.  Hitt  spent  their  honeymoon  at 
Sturgeon  Bay,  Wisconsin. 

TWO  new  Elliott-Fisher  machines 
(double  crossfooters)  have  gone  into 
one  of  Seattle’s  largest  department 
stores,  replacing  a  three-year-old  Elli¬ 
ott-Fisher  (single  crossfooter) .  The  new 
models  speed  the  work  by  20  percent 
on  accounts  receivable,  statement  and 
ledger  applications  with  proof  sheet. 
Salesman  E.  R.  McMahon’s  demonstra¬ 
tion  and  salesmanship  eclipsed  all  com¬ 
petition. 

Miss  Marion  Dennis,  of  the  Omaha 
branch  office,  has  been  elected  Secretary 
of  the  Omaha  Altrusa  Club  for  the  coming 
year.  This  is  a  classified  business  womans 
club  which  is  affiliated  with  the  national 
organization  of  Altrusa. 

Rockford,  Illinois’  accounting  ma¬ 
chine  salesmen  have  wagered  a  din¬ 
ner  that  they  will  bring  in  more  busi¬ 
ness  than  the  typewriter  and  adding 
machine  men  during  August.  We’re 
waiting  to  hear  who  pays  the  check! 

The  Milwaukee  branch  is  hot  after  sup¬ 
ply  business.  A  contest  staged  during 
August  brought  in  some  fine  business.  E. 
W achs  has  been  promoted  from  the  stock 
room  to  the  repair  bench. 

HILADELPHIA  welcomes  back  T. 
Holland  Paist  to  its  typewriter  sales 
force  who  is  taking  over  his  old  terri¬ 
tory  in  the  northeastern  section  of  the 
city. 

Three  individual  list-price  sales  were 
made  in  one  afternoon  recently  on  the 
floor  of  our  new  offices.  They  just  can’t 
help  buying  in  that  setting! 

Shopping  News,  weekly  paper  distributed 
in  the  residential  section  of  Washington, 
D.  C.  issues  a  mimeographed  “house  or¬ 
gan''  for  its  carriers.  It  is  written  on  an 
Underwood. 
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RIVER  ROMPERS 


Typical  crowd  at  a  broadcast  from,  the  Elder  &  Johnston  Co.,  leading  Dayton  department 
store.  .4  recent  radio  contest,  with  the  subject:  “W'hy  I  Would  Like  To  Own  An  Under¬ 
wood”  drew  a  tremendous  response.  An  Underwood  Junior  Portable  was  the  prize. 


‘I  Portland,  Ore.  branch  picnic  sets  rec¬ 
ord  for  good  eats,  “yachting” ,  sports 
and  general  festivity. 

T  HE  commotion  at  Jantzen’s  Beach 
•  (playground  of  Portland,  Ore.)  one 
Sunday  morning  recently,  was  occa¬ 
sioned  by  the  arrival  of  the  UEF 
branch  office  practically  en  masse. 

They  came  dragging  large  baskets, 
liampers.  boxes  and  shopping  bags. 
They  came  bearing  cartons  labeled 
"Heidleburg”- -you  guess  tbe  rest!  And 
some  of  the  ladies  came  decked  out  in 
the  new.  dark  blue,  sea-going  pants, 
with  Petersen,  the  Great  Dane,  wrap¬ 
ped  up  in  Flollywood  rompers. 

Anyone  witnessing  the  healthy  stow¬ 
ing  away  of  great  (juantities  of  food 
that  very  soon  ensued,  never  again 
would  have  wondered  why  salesmen 
scurry  around  so  hungrily  for  orders. 

The  large,  sea-going,  16-foot  cruiser 
(or  is  it  a  runabout?)  of  our  genial 
service  manager,  Mr.  Reginald  Wink- 
lereed  Land,  was  pressed  into  service 
and  many  were  the  rides  up  the  mighty 
Columbia. 

While  the  women  folks  gathered 
round  and  admired  the  numerous, 
quaint  little  stunts  of  each  other’s  off¬ 
spring — ^such  as  falling  in  the  river,  in¬ 
vestigating  the  inside  of  a  miniature 
railway  tunnel,  or  pulling  on  a  bottle 
of  beer  and  eating  a  pie  and  a  half 
when  no  one  was  looking — H.  K.  (Hod) 
Ehrsam,  our  helmsman,  and  Charles 
Petersen  challenged  Frank  Aff  and  Joe 
(Reginald  Winklereed)  Land  to  a  game 
of  horseshoes.  Joe  had  so  much  diffi¬ 
culty  controlling  the  Australian  boom¬ 
erang  tendencies  of  his  horseshoes  that 
the  Ehrsam-Petersen  combination  won 
two  games  straight. 


This  is  Bonzo,  age  .six  weeks,  and 
according  to  the  Washington  (D. 
C.)  Herald,  the  outstanding 
graduate  in  the  capital 
“School  for  Wayward  Pups.” 

A  bachelor  of  the  art 
of  tail-wagging,  Bonzo 
has  already  learned 
that  there  is  no 
typewriter  like  the 
Underwood! 


Photo  by  courtesy  of 
W ashington  Herald. 


IN  ST.  LOUIS 

SALESMEN  Davidson,  Emit  and 
^  Burke  of  the  St.  Louis  branch  have 
already  profited  by  the  “New  Deal”. 
All  sold  typewriter  equipment  to  brew¬ 
eries  last  month. 

Miss  Kittie  Risch  and  Miss  Clara 
Flottmann,  have  returned  from  Chi¬ 
cago.  Both  report  that  they  were  espe¬ 
cially  pleased  with  the  Underwood  El- 
liott-Fisher  exhibit  in  general  and  the 
“Progress  Show”  in  particular. 

Assistant  Manager  W.  W.  Nivin,  in 
charge  of  accounting  and  adding  ma¬ 
chine  sales  has  two  new  producers  in 
V.  S.  Arminio  and  W.  R.  Boston.  After 
a  short  period  of  intensive  training  by 
Mr.  Nivin,  both  of  these  boys  stepped 
right  out  and  scored! 

Mr.  E.  W.  Curtis,  Jr.  recently  visited 
St.  Louis  and  gave  us  a  splendid  sup¬ 
ply  sales  talk  in  his  smiling,  convincing 
way.  We  are  always  glad  to  see  Mr. 
Curtis  in  our  fair  city.  Manager  Mar- 
schel  took  him  to  our  famous  Munici¬ 
pal  Opera  in  the  evening. 

Salesman  H.  H.  Lunt  of  the  Type¬ 
writer  Division,  is  bringing  in  the  or¬ 
ders  like  “old  times”.  His  record  one 
month  was  26  Standard,  six  Noiseless 
and  three  Portables.  Not  bad,  Harry, 
not  bad! 

Miss  Minnie  Schmerge,  in  charge  of 
our  Employment  Department,  reports 
a  very  large  increase  in  the  number  of 
calls  and  applicants  placed.  This  is 
further  evidence  of  the  returning  of 
prosperity. — L.  G.  Davidson. 


DON  F.  SINGER,  Milwaukee 
branch,  passed  away  August  2nd  at 
Rockford,  Ill.  after  a  prolonged  illness. 
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The  picnic  lineup  was:  the  Ehrsams, 
the  Petersens,  the  Afis,  the  Lexs,  the 
Bakers,  the  Kruses,  the  Lands,  the 
Swanons,  the  Heckers,  the  Linvilles 
and  Ed  Hale. — Frank  G.  Aff. 

''Fire!  FireF’  (Hurray^ 

Says  Earl  Cramptori) 

A  GOOD  fire  is  a  big  help  to  a  sales- 
''  man  sometimes  —  at  least  Earl 
Crampton  of  Allentown  will  say  so! 

When  the  factory  and  offices  of  a 
local  concern  were  completely  burned 
out  one  night,  Earl  was  on  hand  bright 
and  early  at  the  temporary  offices  a 
few  hours  later  (7:30  A.  M.,  to  be  ex¬ 
act — and  the  fire  was  at  3  A.  M.)  ready 
to  take  an  order.  He  got  it  too — for  two 
Elliott-Fisher  machines! — /.  A.  Downs. 


SEPTEMBER 


ELECTION  returns  when  Oregon  went  to  the  polls  to  vote  repeal  of  the  \Qth  amendment  were 
counted,  on  Underwood  Sundstrands  by  the  staff  of  the  Portland  Oregonian.  So  were  .  .  . 


RETURNS  in  Alabama.  Here  is  the  scene  in  the  city  room  of  the  Birmingham  Post  on  elec¬ 
tion  night,  which  explains  why  readers  of  this  newspaper  received  such  speedy  and  accurate 
election  news.  These  pictures  appeared  in  the  next  day's  papers.  In  Birmingham  a  broad¬ 
cast  from  the  newspaper  office  election  night  also  mentioned  our  machines. 


SELF-SALE 

j[  Letting  the  prospect  select  his  own 
machine  after  demonstration  of  all 
models  gets  results,  Louisville  office 
finds. 

ETTING  an  order  by  letting  the 
customer  “sell  himself”  was  the 
method  followed  by  Manager  H.  Fran¬ 
cis,  Jr.  of  Louisville  recently. 

The  prospect  was  a  large  user  of 
Burroughs  posting  machine  equipment 
and  came  into  the  Louisville  office  for  a 
demonstration. 

He  wanted  a  machine  which  would 
write  and  prove  both  statement  and 
ledger  at  a  single  operation,  without 
itemization.  This  set-up  was  demon¬ 
strated  on  Underwood,  Elliott-Fisher 
and  Sundstrand  machines  without  any 
recommendation  being  made  by  the 
salesman  as  to  which  machine  was  best 
adapted  to  the  work;  the  prospect  was 
left  to  make  his  own  selection. 


Before  leaving  the  office  he  had  sign¬ 
ed  an  order  for  a  2-14  Underwood, 
equipped  with  tally  roll  and  collating 
device! 

Manager  Francis  comments:  “I  am 
convinced  that  frequently  it  is  better  to 
let  the  prospect  sell  himself,  rather 
than  try  to  force  the  sale  of  a  particu¬ 
lar  unit — which  we  personally  think 
might  meet  his  requirements.  The 
point  is  that  we  are  in  a  much  better 
position  to  do  this  than  our  competi¬ 
tors,  because  our  line  is  much  more 
varied.  My  idea  is  to  get  the  order  as 
quickly  as  possible  and  sell  the  pros¬ 
pect  the  machine  he  wants.” 

FAIR  VISITORS 

Several  Denverites  have  visited  our  ex¬ 
hibit  at  the  World’s  Fair.  Tom  Carplin, 
Elliott-Fisher  repairman  and  family  made 
the  trip  by  car,  going  on  later  to  visit  rela¬ 
tives  and  friends  in  Winnipeg,  Can.  Others 
who  went  to  Chicago  were  City  Salesman 
A.  D.  Brown,  Shop  Foreman  Lou  Tiieker, 
and  Floretta  Hageman. 


STENCIL  APPROACH 

^  Stencil-cutting  superiority  of  Under¬ 
wood  Noiseless  paves  way  to  order  for 
eight  machines  from  State  of  North 
Dakota. 

A  COMPETITIVE  test  on  stencil¬ 
cutting  proved  the  opening  wedge 
that  blasted  wide  a  rock-ribbed  com¬ 
petitor’s  stronghold  and  placed  eight 
12-inch  Underwood  Noiseless  typewrit¬ 
ers  (decimal  tabulator)  in  the  State 
Highway  Department  offices,  Bismarck, 
N.  D. 

Our  live-wire  agents,  Herschleb  and 
Parks  hit  on  this  approach  after  months 
of  futile  attempts  to  put  a  stop  to  the 
standardization  of  equipment  in  the  of¬ 
fice  with  another  make. 

The  stencil-cutting  demonstration 
paved  the  way  for  a  demonstration  of 
the  superiority  of  alignment,  quality  of 
work,  etc.  of  the  Underwood  Noiseless. 
Then  the  idea  of  a  quiet  office  was  em¬ 
phasized,  and  the  prospect  sold  on 
standardizing  on  the  Underwood  be¬ 
cause  of  this  feature. 

The  crowning  touch  to  the  sale  came 
as  a  result  of  the  competitor’s  claim 
that  the  Noiseless  falls  short  when  it 
comes  to  producing  good  carhon  copies. 
A  test  was  made  and  it  was  shown  that 
with  the  right  carbon  paper  the  Under¬ 
wood  Noiseless  not  only  produces  good 
copies,  but  better  copies.  To  ensure 
satisfaction  the  customer  placed  an  or¬ 
der  for  $115  worth  of  our  carbon  pa¬ 
per!  All  competitive  machines  were 
traded  out  on  this  deal. — 5.  S.  Baker. 

Toledo  Office  Profits 
In  Aiding  C.  of  C.  Drive 

When  the  Toledo  Chamber  of  Com¬ 
merce  staged  a  membership  campaign 
recently.  Manager  H.  P.  Zerbe  and  the 
whole  branch  office  cooperated  100  per¬ 
cent,  forming  a  team.  In  conferring  an 
honor  badge  on  the  office,  the  chairman 
of  the  drive  wrote:  “That  we  were  able 
to  get  other  institutions  to  do  the  same 
thing  is  entirely  due  to  the  fact  that  we 
could  point  to  your  voluntary  team.” 

But  more  than  honor  was  gained  in 
this  bit  of  cooperative  effort.  Contacts 
made  in  selling  chamber  memberships, 
produced  some  real  machine  business 
and  a  number  of  trials  were  placed. 
Dick  Shay,  for  example,  sold  one  gen¬ 
tleman  a  membership  and  then  fol¬ 
lowed  up  by  selling  him  an  Underwood 
No.  77! 

We  welcome  a  new  member  to  our 
Toledo  family — A.  H.  Berndt,  who  has 
lost  no  time  in  getting  business.  The 
first  thing  he  did  practically,  was  to  go 
out  and  sell  an  Underwood  Sundstrand 
cash  register.  More  power  to  him! 
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U  E  F  NEWS 


NEW  HAVEN 

^‘Governor”  Cross  gives  a  party.  News 
of  sales,  vacations  and  other  personal 
gossip  from  Eli-ville  and  nearby  parts. 

L  CRAIGHEAD  evidenced  his  will¬ 
ingness  to  cooperate  in  the  Presi¬ 
dent’s  “Back  to  Work”  measure  by 
making  room  for  two  more  Elliott- 
Fisher  operators  at  the  Berger  Bros, 
plant,  New  Haven,  when  he  sold  them 
two  Elliott-Fisher  machines. 

Harry  Lyons,  our  veteran  typewriter 
division  representative,  is  about  to  urge 
county  and  city  officials  to  get  busy 
building  more  schools  so  that  he  can 
find  room  for  more  Underwood  Stand¬ 
ards. 

Dan  Mautte  brought  back  an  old- 
fashioned  sunburn  from  the  shore.  Dan 
claims  the  fish  were  plentiful  but  off- 
duty  every  time  he  went  out. 

Branch  Manager  Howard  looks  fit 
after  two  weeks  of  rest  and  recreation 
on  Cape  Cod.  Young  Dick  picked  up  a 
nice  tan  and  we  can  be  sure  that  he 
kept  his  Dad  busy  forgetting  business 
cares  and  quotas. 

Erne  Stevenson  is  back  after  quite  a 
session  in  New  York  where  he  has  been 
Sundstranding  since  early  in  June. 

Picnic 

Big  doin’s  up  at  Earl  “Governor” 
Cross’s  diggings  at  Middlebury!  The 
service  boys  of  the  branch,  including 
New  Haven,  Bridgeport  and  Waterbury, 
gathered  for  a  day  of  festivity  that 
lasted  till  long  after  sundown.  No  end 
of  fun,  good  food,  best  ale  and  all  that 
went  with  it!  The  big  event  of  the  day 
proved  to  be  the  “farmyard  golf”  tour¬ 
nament,  in  which  New  Haven  finally 
copped  the  honors. 

Charlie  Collver  did  a  whale  of  a  job 
on  the  steak  sandwiches  and  was  unan¬ 
imously  elected  Outdoor  Grand  Chef 
for  all  future  occasions.  Henry  Kreutz- 
feldt,  the  Bridgeport  Baritone,  grabbed 


all  the  honors  for  fly-casting.  Henry 
still  claims  fish  can  be  caught  that  way. 

The  baseball  game  lasted  one  inning 
due  to  long  hits  and  lack  of  outfielders. 

Mrs.  Cross,  the  “Governor’s”  gra¬ 
cious  lady,  was  tendered  a  hearty  vote 
of  thanks,  having  proved  to  be  an  ideal 
hostess  and  a  maker  of  cake  that  went 
big  with  all  assembled. 

Bob  Canfield  walked  away  with  the 
medal  as  best-dressed  man  in  the  party. 

The  next  big  event  of  the  summer  or 
early  fall  season  is  planned  for  Bridge¬ 
port. 

On  the  Job 

Jimmy  Brandt,  recently  of  the  Utica 
office,  is  a  new  member  of  the  Water¬ 
bury  service.  Jimmy  has  been  getting 
acquainted  with  the  accounting  and  ad¬ 
ding  machine  users  in  the  Naugatuck 
Valley,  and  has  been  doing  a  nice  job 
since  arriving. 

Colby  Fletcher  our  genial  sub-man¬ 
ager  is  wearing  one  of  those  “back  to 
normal”  smiles.  Typewriter  business  in 
and  around  the  “Brass  City”  is  show¬ 
ing  signs  of  old  time  activity. 

Stanley  Reynolds  has  finished  his  ac¬ 
counting  sales  training  at  New  Haven 
and  has  already  begun  to  impress  the 
neighboring  prospects  with  the  effec¬ 
tiveness  of  the  “Standard  Approach”. 

A1  Nelson  reports  quite  a  healthy 
change  in  the  barometer  of  business 
down  Bridgeport  way  since  the  first  of 
June.  A1  has  moved  his  official  Under¬ 
wood  Elliott  Fisher  family  and  all  the 
furnishings  over  into  a  new  location  in 
the  busy  Arcade.  He  is  all  set  now  with 
new  decorations  and  has  the  welcome 
sign  out  for  all. 

Paul  Reck  spent  a  week  in  the  Berk¬ 
shire’s  with  his  family,  enjoying  a  well- 
earned  respite  from  heavy  duty  on  over¬ 
hauls  and  revenue  jobs. 

With  Autumn  practically  here,  and 
the  President’s  recovery  program  get¬ 
ting  into  full  swing  we  expect  to  wind 
up  1933  with  a  bang! 


TYPEWRITER  TALKS 

No.  2.  Our  continuous  form  machines 
and  their  points  of  superiority. 


OUR  company  has  helped  materially  in 
developing  the  many  successful  con¬ 
tinuous  form  applications  now  in  use  by 
designing,  manufacturing  and  selling  two 
Continuous  Form  machines — the  Under¬ 
wood  Fanfold  Biller  and  the  Elliott-Fisher 
Automatic  Feed  machine. 

However,  although  our  machines  are 
more  efficient,  practically  every  Continuous 
Form  printer  is  offering  substitute  devices. 
We  must  be  able  to  make  forceful  demon¬ 
strations  based  on  a  knowledge  of  our  ma¬ 
chines  if  we  are  to  get  orders. 

Even  a  mental  comparison  of  the  Under¬ 
wood  Fanfold  Biller,  for  example,  with 
printers’  devices — which  mainly  involve  po¬ 
sitioning  the  typed  form  with  carbons  en¬ 
tirely  above  or  in  rear  of  the  cylinder  so 
that  the  typed  forms  may  be  slipped  past 
the  carbons — proves  that  the  Underwood 
method  produces  many  more  typed  forms 
in  a  given  time. 

In  all  Continuous  Form  systems,  the 
typed  form  must  be  removed  from  the  ma¬ 
chine  and  a  blank  form  with  carbons  placed 
in  the  desired  writing  position.  In  all  sys¬ 
tems,  except  the  Underwood,  the  eye  and 
hand  must  be  coordinated,  because  the 
hand  must  wait  for  the  eye  in  removing 
the  written  form,  and  in  positioning  the 
blank  form  correctly  over  the  carbons.  If 
the  written  form  is  not  positioned  the  cor¬ 
rect  distance  above  the  carbons,  the  tops 
of  the  carbon  sheets  are  torn  when  separat¬ 
ing  the  written  form  from  the  following 
blank  form;  if  too  far,  the  carbons  won’t 
cover  the  writing  line  on  the  next  blank 
form. 

Then  the  Feed  Roll  Release  Lever  must 
be  operated  to  permit  the  feed  rolls  to  grip 
the  form,  and  the  form  and  carbons  rolled, 
by  means  of  the  cylinder  knob,  backward 
or  forward  into  the  desired  position. 

The  Underwood  method  is  to  use  the 
left  hand  to  unlock  the  cylinder  and  return 
the  Carbon  Carriage  to  the  rear  as  far  as 
it  will  go,  while  the  right  hand  tilts  the 
cylinder  and  slides  the  written  form  against 
the  Measuring  Gauge  Stop. 

This  quick,  positive  two-handed  opera¬ 
tion  measures  each  form  and  positions  all 
carbon  sheets  correctly  over  the  next  form, 
regardless  of  the  number  of  parts  in  the 
form.  There  is  no  need  for  hesitancy  in 
removing  the  written  form;  no  glancing  to 
see  that  all  carbon  sheets  are  correctly  po¬ 
sitioned  over  the  next  form. 

Upon  request,  the  Sales  Department  will 
furnish  a  more  complete  specific  compari¬ 
son  of  our  two  machines  with  printers’ 
Continuous  Form  Devices. 

If  the  basically  wasteful,  so-called  “One- 
Time  Carbon  Forms”  are  used,  compute 
the  cost  with  the  same  forms  without  the 
carbons  and  the  prospect  will  be  inter¬ 
ested.  Also  it  is  impossible  to  keep  these 
forms  in  registration  on  a  standard  type¬ 
writer  because  a  “creep”  will  occur  in  con¬ 
stantly  advancing  the  forms.  This  must  be 
corrected  by  depressing  the  Feed  Roll  Re¬ 
lease  Lever,  and  straightening  the  forms  by 
hand. — J.  A.  B.  Smith. 


When  John  O'Malley  (inset)  of  Philadelphia,  saw  the  picture  of  De¬ 
troit’s  new  truck  in  the  UEF  News  he  determined  that  the  Quaker  City 
wasn’t  to  be  outdone.  This  sleek-looking  “job”,  in  which  O’Malley  and 
his  assistant  now  make  all  branch  deliveries,  is  the  result. 
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BEATING  THE  REBUFF 

jj  When  an  adding  machine  prospect 
turns  you  down,  “go  into  the  applica¬ 
tion”  A  veteran  gives  some  sound 
pointers. 

^^\A/E  would  not  be  interested  in 
buying  any  new  equipment. 
Business  is  bad;  we  have  been  losing 
money  for  some  time — and  besides  we 
have  an  adding  machine.” 

This  is  the  typical  rebuff  salesmen 
encounter  these  days  when  making  can¬ 
vass  calls.  New  salesmen  and  experi¬ 
enced  salesmen  alike  are  too  often 
stumped  by  this  alibi,  pass  up  pros¬ 
pects  and  sometimes  are  discouraged 
into  making  fewer  canvass  calls. 

Here  is  one  comeback  that  we  have 
found  effective  in  overcoming  this  kind 
of  resistance. 

“Yes,  I  realize  business  has  been  bad, 
and  that  you  do  not  want  to  spend  any 
money;  that  you  are  not  busy  and  that  you 
have  a  machine — but — do  you  balance  your 
customer’s  accounts  on  that  machine?” 

The  prospect,  of  course,  will  answer 
“No.”  The  salesman  knows  perfectly 
well  that  he  will  because  the  machine 
is  probably  an  old  one,  and  has  neither 
subtraction,  nor  credit  balance.  Then 
he  continues: 

Do  you  balance  your  General  Ledger  on 
that  machine?”  (The  prospect  says  “No.”) 
How  about  the  invoices  you  send  out?  Do 
you  figure  and  prove  those  on  that  ma¬ 
chine?  (Again  the  answer  is  “No.”)  How 
about  your  Accounts  Payable  and  the  in¬ 
voices  you  receive,  do  you  prove  them  on 
that  machine?”  (“No,”  again.) 

Then  the  salesman  says,  “What  do 
you  do  on  that  machine?”  Thrown  on 
the  defensive;  the  prospect  finally  calls 
in  one  of  the  office  girls  to  find  out. 
Usually  it  develops  that  the  machine  is 
used  only  5  or  10  percent  of  the  time. 

Now  the  salesman  seizes  his  opportunity, 
saying,  I  know  that  you  do  not  want  to 


buy  a  new  machine — but  you  aren’t  busy 
and  would  have  time  to  look  at  one.  I  am 
going  to  send  yoTi  a  machine  that  you  will 
use  90  percent  of  the  time  for  all  the  work 
that  I  have  mentioned- — and  which  will 
give  you  the  vital  figures  of  your  business 
daily — a  quicker  picture  of  your  business 
— and  which  will  not  he  an  expense  but  a 
source  of  profit  to  you.  I'll  send  this  ma¬ 
chine  down  the  day  after  tomorrow.  You 
don  t  have  to  buy  it — but  I  do  want  you 
to  apply  it  on  your  work.  Then  sometime 
later,  when  you  are  buying  a  machine  I 
know  you  will  buy  an  Underwood  Sund- 
strand.” 

The  salesman  avoids  any  talk  of  sale 
and  prices  until  he  has  delivered  the 
machine,  thoroughly  schooled  the  young 
lady  in  its  use  and  has  thought  of 
every  possible  application  for  it.  The 
machine  will  sell  itself  in  this  case, 
and  if  necessary,  can  be  sold  on  easy 
terms. 

The  gist  of  successfully  meeting  to¬ 
day’s  conditions  is  simply  that  the 
salesman  must  go  into  the  application 
on  every  canvass  call.  Then  if  he 
plans  his  calls  carefully,  makes  enough 
of  them  every  day,  maintains  a  large 
number  of  trials  and  keeps  them  mov¬ 
ing,  he  is  sure  to  be  repaid  when  5 
o’clock  rolls  around. — M.  H.  Paddock, 
Jr. 

''Early  Bird''  Tactics 
Get  Order  for  Davis 

L.  DAVIS  of  the  Rowan  Printing 
•  Co.,  our  dealers  in  Salisbury,  N. 
C.,  still  believes  in  and  practices  that 
old  adage  about  the  “early  bird.” 

When  he  heard  that  Salisbury  was  to 
be  state  headquarters  for  the  Home 
Owner’s  Loan  Corporation  he  promptly 
camped  on  the  office  door-step.  Soon 
he  had  sold  three  Underwoods — and 
had  put  competition  completely  out  of 
the  running.  Just  one  more  way  of 
getting  the  jump  on  the  other  fellow! 

— W.  R.  McDowell 


AKRON  ACTION 

There's  plenty  of  it — with  sales  for 
supplies  and  machines  coming  in  faster 
and  bigger!  They're  selling  the  “whole 
line.'' 

A  KRON  Typewriter  Salesman  Joyce 
^brought  in  a  hefty  supply  order 
last  month — 25  gross  of  Derwood  rib¬ 
bons  sold  to  the  B.  F.  Goodrich  Com¬ 
pany!  Don’t  ever  think  that  there 
wasn’t  competition  either  and  tests, 
submitting  of  samples,  and  what  have 
you ! 

Sub-Branch  Manager  Githens  at  Can¬ 
ton,  continues  to  demonstrate  his  type¬ 
writer  salesmanship  and  in  recent 
weeks  has  sold  42  Underwoods  to 
school  boards. 

Salesman  R.  T.  Boulware,  Mansfield, 
has  been  doing  some  nice  business  on 
adding  machines  and  Elliott-Fisher 
models.  One  order  was  for  two  924E 
and  for  one  8024  Underwood  Sund- 
strands.  Another  good  one  put  two  16- 
inch  double  crossfooters  to  work. 

Barney  Wagner,  old-time  Elliott 
Fisher  man,  has  been  back  on  tbe  job 
for  about  ten  months  now  and  is  get¬ 
ting  up  more  steam  every  day.  His 
latest  sale  was  a  24-inch  double  cross¬ 
footer. 

F.  E.  Weidel,  who  has  been  placing 
a  lot  of  Underwood  Sundstrands  on 
trial  reports  renewed  interest  every¬ 
where  in  office  equipment,  and  feels 
that  life  will  soon  be  “just  one  order 
after  another!” 

And  speaking  of  Sundstrands,  Man¬ 
ager  G.  R.  Windsor  sold  65  to  Good¬ 
year,  which  we  would  say  was  showing 
the  way  to  better  times  and  setting  a 
fast  pace  for  the  rest  of  the  boys  to 
follow! 

Colclough  and  Family 
Hurt  In  Auto  Crash 

LJ  G.  COLCLOUGH,  manager  of  the 
'  '  •  Lansing  sub-branch,  and  his  fam¬ 
ily  were  in  a  serious  automobile  acci¬ 
dent  the  night  of  July  13th.  Returning 
from  a  swim,  something  happened  to 
the  steering  gear  and  Mr.  Colclough’s 
car  went  off  the  road,  through  a  ditch 
and  a  fence  and  then  smashed  head-on 
into  a  tree.  Mrs.  Colclough’s  hip  and 
ankle  were  broken ;  their  daughter 
Helen  was  picked  up  unconscious  after 
going  through  the  windshield,  and  Mr. 
Colclough  had  to  have  22  stitches  taken 
in  his  head  and  hand.  We  are  glad 
to  say  that  he  is  now  able  to  be  back 
on  the  job. 

Two  TJnderwood  Sundstrand  17-Bank 
Accounting  Machines  were  sold  recent¬ 
ly  to  the  Chrysler  Corporation  for  use 
in  their  Plymouth  plant  by  Salesman 
V .  J.  Modrack — our  outstanding  sale 
for  August. — I.  B.  Altmann. 


mPS'.  ’’i,  '>«'■  L'>/oye«e.  ltd.  sales  agent  took  a  cruise  around  the  world  early 

thts  year,  he  slopped  at  the  Island  of  Bali,  in  the  South  Seas.  Here  he  is  with  a  group 

of  the  famous  Temple  Dancers. 
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Front-Page 


Stuff I 


NEATEST  TRICK  OF  THE  MONTH:  Wh*en  Manager  H.O.  Goshorn  of  the 
Norfolk,  Va,  sub-branch  sold  38  Onderwoods  to  a  school  board 
recently,  the  superintendent  brought  out  a  Woodstock  blotter 
which  was  used  to  blot  the  order! 


SPORT  FLASH:  Denver  fishermen,  Clint 
Sellers  and  Earl  V/ait  hook  rare  speci- 
man  in  Frying  Pan  River.  ”It*s  an  old 
Colorado  saw-fish,”  Earl  explains. ”0ut 
of  the  Frying  Pan  into  the  fire!”  Can 
you  bait  that  for  wit  ? 


PUBLIC  WORKS:  Manager  P.R.  Zimmerman 
builds  log  cabin  in  the  Rockies  as  a 
vacation  retreat,  aided  by  friends  and 
Denver  office  lads.  Belov/,  Zim  on  way 
to  hack  down  a  monarch  of  the  forest. 


EXTRA!  EXTRA:  Mickey  Mouse  buys 
Underwood  Sundstrand  from  F.E. 
Boden,  New  York  salesman.  (Note 
for  the  literal-minded:  The 
actual  order  was  placed  by  Kay 
Karaen,  Inc.,  Walt  Disney  repre¬ 
sentatives,  New  York  City). 


I  COVER  THE  WATERFRONT:  A.H.  Peters,  New 
York  adding  machine  salesman, canvasses  his 
territory  in  a  boat.  That’s  L.B.  Allen  in 
the  East  River.  He  doesn’t  have  a  rov^boat, 
but  he  can  take  it! 

HAW  HAW  DEPT.:  Competitors  couldn’t  figure 
out  how  Sam  Hayes,  Nashville,  could  stick 
around  Clarksville, Term,  two  weeks  to  sell 
six  Underwoods.  He  was  on  his  vacation! 


“LET’S  TRY  IT” 

WHEN  a  prospect  told  J.  D.  Harrison 
of  the  Wilmington,  N.  C.  sub-branch 
that  he  preferred  another  typewriter  “be¬ 
cause  the  alignment  was  much  better,” 
Harrison  just  smiled  and  said,  “Let’s  see”. 
Both  machines  were  then  tested — writing 
the  same  sentence.  One  look  at  the  sam¬ 
ples  convinced  this  prospect  that  he  had 
been  wrong — and  he  ordered  an  Under¬ 
wood!  Let’s  not  let  notions  implanted  by 
competitors  block  our  rightful  orders. 

SEPTEMBER 


Tale  of  a  Cabinet-Maker 

And  a  Lady  Who  Sells 

ANAGER  W.  B.  SCHIEBEL  of  Al¬ 
lentown  demonstrated  his  skill  as  a 
cabinet  maker  the  other  week.  Starting 
with  nothing  but  a  few  old  pieces  of  wood, 
a  saw,  a  plane  and  a  burning  ambition,  he 
constructed  a  beautiful  bookcase  for  one  of 
his  book  worms.  Miss  Isabel  Ball  has  led 
our  office  in  portable  sales  for  the  past  90 
days.  She  certainly  knows  her  prospects! 
Bill  Gring,  visited  the  World’s  Fair. 


LEARN  TO  CROON 

WHEN  a  “Mr.  Erickson”  was  an¬ 
nounced  to  the  office  manager  of  a 
Providence  paint  company,  the  lady  jok¬ 
ingly  said,  “The  only  Erickson  I  know  is 
the  one  who  sings  over  WEAN ;  if  he  is 
the  man,  send  him  in!”  Much  to  her  sur¬ 
prise,  he  ivas  the  man,  but  he  had  come 
to  talk  about  Elliott-Fisher  accounting  ma¬ 
chines,  and  not  about  radio.  After  three 
calls,  Mr.  Erickson — Bjarne  Erickson  in 
full — came  away  with  an  order! 
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SEZ  YOU 

First  Prize  •  Boden  •  Mowry  •  Ebersiioff 


A  CROWD  of  salesmen  never  got  to¬ 
gether  yet  without  swapping  yarns, 
experiences  and  opinions.  That’s  what  this 
page  is  for — a  kind  of  a  monthly  meeting 
place  in  print — in  lieu  of  a  better  one. 
It’s  your  page  for  anything  you  want  to 
write.  Just  to  make  it  a  little  more  in¬ 
teresting,  we  are  offering  $5  a  month  for 
the  best  letter — any  subject — funny  or 
serious — any  length,  although  the  shorter 
and  snappier  the  better.  Any  contribution 
is  welcome,  but  to  win  a  prize  it  must  be 
original — something  that  happened  to  you, 
or  an  idea  you  figured  out  yourself.  Just 
address  the  “Sez  You  Department.” — The 
Editor. 

Five  Bucks  To  Mr.  Boden! 

Frank  Boden  of  New  York  wins  the  first 
$5  for  the  yarn  he  relates  below.  If  you 
don’t  believe  it,  Frank  says  he  is  willing  to 
take  you  around  and  demonstrate!  Who 
can  beat  this  one? 

Here’s  one  for  the  Sez  You  Department, 
and  it  all  started  because  I  ate  two  eggs 
for  breakfast  instead  of  one — the  first  time 
in  many  a  moon.  This  was  such  an  event 
in  my  life  that  I  couldn’t  stop  thinking 
about  it  as  I  set  out  on  the  day’s  calls. 
To  make  matters  worse,  there  was  the 
heat  and  the  humidity — terrible.  I  just 
couldn’t  get  over  those  eggs! 

Well,  fate  started  to  “rub  it  in”.  When 
I  had  almost,  but  not  quite,  managed  to 
forget  about  breakfast — I  discovered  that 
my  first  prospect  was  named  Ham!  But 
this  was  only  the  beginning.  My  second 
interview  was  with  a  gentleman  named 
Sass — in  itself  innocent  enough.  Half  an 
hour  later,  however,  I  stood  before  the 
door  of  a  third  prospect — feeling  just  a 
bit  faint.  There  on  the  door  was  the 
name  in  large  letters — Parilla!  It  was 
the  last  straw! 

Frank  E.  Boden. 

Adding  Mach.  Div. 

New  York  Branch. 

10  Commandments 

1.  Don’t  wait  for  the  other  fellow  to 
come  to  you;  go  to  him. 

2.  In  competition  with  others,  always  give 
them  the  credit  of  being  a  little  smart¬ 
er  than  you  are.  Then  work  like  the 
deuce  to  prove  they  are  not. 

3.  If  you  have  no  money  and  little  credit, 
capitalize  your  personality.  Sometimes 
it  pays  to  have  a  nerve. 

4.  Never  admit  to  anybody — and  least  of 
all  to  yourself^ — that  you  are  licked. 

5.  Keep  your  business  troubles  to  your¬ 
self.  Nobody  likes  a  calamity  howler 
— besides,  be  finds  scant  favor  with 
the  bankers. 

6.  Don’t  be  afraid  of  dreaming  too  big 
dreams.  It  won’t  hurt  you  to  figure  on 
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owning  a  railroad,  even  if  you  have  to 
compromise  on  a  flivver. 

7.  Make  friends;  but  remember  that  the 
best  friends  will  wear  out  if  you  use 
them  too  frequently. 

8.  Be  square  even  to  the  point  of  finicki¬ 
ness,  and  you  will  have  mighty  little 
occasion  to  complain  of  a  crooked 
world. 

9.  Take  advice  but  do  your  own  decid¬ 
ing. 

10.  Don’t  toady.  The  world  respects  the 
man  who  stands  on  his  own  legs  and 
looks  it  in  the  eye. 

R.  W.  Mowry. 

Associate  Editor 
Youngstown,  Ohio. 

Japanese  Jitters 

There’s  at  least  one  place  in  the  world 
where  a  stenographer  knows  more  about  a 
typewriter  than  a  typewriter  salesman! 
That  is  in  Kyoto,  Japan  where  I  stopped 
on  the  trip  I  took  around  the  world  early 
this  year. 

At  the  Kyoto  Hotel  they  were  using 
American  machines,  but  I  was  curious  to 
see  if  they  had  any  Japanese  typewriters. 
The  manager  took  me  into  their  accounting 
department  and  introduced  me  to  an  ex¬ 
ceptionally  bright  young  lady  who  gave 
me  a  demonstration  of  a  real  Japanese 
typewriter.  I  could  see  at  a  glance  that 
it  required  a  stenographer  of  more  than 
average  intelligence  to  operate  it. 

The  typewriter  was  on  a  stand,  and  took 
about  as  much  space  as  an  Elliott-Fisher 
book  machine.  The  paper  was  fed  through 
a  roll  about  three  inches  in  diameter;  the 
keyboard  was  also  on  a  revolving  cylinder 
which  was  twirled  and  also  moved  hori¬ 
zontally,  bringing  a  mechanical  finger  into 
proper  position  to  pick  up  the  desired  one 
out  of  the  5000  characters  which  were 
arranged  in  a  tray.  After  the  finger  picked 
up  the  type,  it  rose  up,  struck  the  paper 
and  then  returned  the  type  to  the  tray. 

I  was  informed  that  there  was  no  “sys¬ 
tem”  to  make  this  kind  of  Japanese  typ¬ 
ing  easy.  Speed  and  accuracy  comes  only 
through  years  of  experienee,  and  requires 
the  memorizing  of  the  entire  Japanese  al¬ 
phabet. 

I  was  pleased  to  note  that  UEF  products 
were  well  represented  in  practically  all  of 
the  17  countries  I  visited,  even  on  the 
islands  of  Celebes  and  Bali  in  the  South 
Seas. 

C.  F.  Erershoff. 

Sales  Agent 
Lafayette,  Ind. 

{Mr.  Ebershoff’s  letter  is  especially  in¬ 
teresting  in  view  of  the  story  on  Katakana 
in  this  issue.  There  is  a  great  picture  of 
Mr.  Ebershoff  on  page  19,  by  the  way,  in 
case  you  missed  it. — The  Editor.) 


W.  F.  Clark,  Jr. 


PROMOTED 

|[  W.  F.  Clark,  Jr.  takes  new  job  in 
Philadelphia  office;  years  of  experience 
null  spur  adding  machine  sales. 

F.  CLARK,  JR.  has  been  ap- 
•  pointed  Assistant  to  the  Man¬ 
ager,  Adding  Machine  Division,  Phila¬ 
delphia. 

His  latest  promotion  comes  after 
eight  years  of  service  with  our  organ¬ 
ization.  Starting  as  a  salesman  in  1925, 
he  made  the  All-Star  Salesmen’s  Club 
in  1926,  and  was  appointed  manager 
of  the  Johnstown,  Pa.  office  in  1928. 
Later,  for  five  years,  he  was  special 
representative,  detailed  to  the  Eastern 
District  Manager’s  office.  On  February 
1st  of  this  year  he  was  made  manager 
of  the  Scranton,  Pa.  consolidated 
branch. 

Mr.  Clark  brings  to  Philadelphia  a 
background  of  wide  experience  which 
is  sure  to  be  of  great  help  to  adding 
machine  men  in  the  Quaker  City  in 
building  up  sales  to  new  records. 

^^Deadshot  Tom’’  Wins 
Boise  Sales  Contest 

T  HAT  baseball  sales  contest  which 
*  the  Boise  branch  staged  recently 
was  won  by  T.  M.  Fisher,  Jr. 

Salesman  Fisher  (better  known  as 
“Deadshot  Tom”  during  the  pheasant 
season)  was  awarded  100  rounds  of 
shotgun  shells  as  his  prize.  The  branch 
is  expecting  Tom  to  stage  a  pheasant 
dinner  as  soon  as  it’s  legal  for  the 
shooting  to  start! 

Mrs.  A.  J.  Salisbury,  wife  of  our 
branch  manager,  is  convalescing  at 
home  from  an  operation. 

A  census  of  typewriters  used  in 
southwestern  Idaho  and  eastern  Oregon 
indicates  that  52  percent  of  all  the 
machines  are  Underwoods.  Not  bad — 
but  we  can  do  better! 
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This  is  No.  1  of  a  series.  Next  month — The  Eastern  District 


UNDERWOOD  ELLIOTT  FISHER  ACCOUNTING  MACHINE 


Completely 

Automdtic 


UMiti 

*  [  »*♦ 


Automatic  Tabulation 

Automatic  Direct  Sub'racnon 

Automatic  Printing  o  Tola  s 

Au"selectio„oi»^ 

^roSa„"t°als 

Automatic  Printing  oi  Dates 

Automatic  Repeat  Printing  of 

Amounts  _  . 

Automatic  Repeal 

Folio-numbers 

AmomaticNon-Adding  of  Amount 

Automatic  Motor  Operation 

Automatic  Non-Printing 
Automatic  Paper  Spacing 
Automatic  Opening  of  Front  tee 
Au"se‘iectio„oi  Debit  aud 
Credit  Columns 

Automatic  Motor  Cut-off 


Speed  that  will  save  money  in 
every  accounting  operation 

•  In  this  newest  of  Underwood  Elliott  Fisher  products  every  waste 
motion  has  been  eliminated... every  desirable  automatic  feature  in¬ 
corporated...  every  operation  simplified  and  mechanical  control  of 
accuracy  provided  for  at  every  step. 

No  matter  what  the  accounting  problem  may  be,  this  new  Sund- 
strand  model  will  solve  it.  It  can  be  demonstrated  on  the  forms  of 
any  business  organization... demonstrated  in  a  way  that  will  leave  no 
doubt  of  its  speed... nor  of  its  ability  to  save  time... labor... money. 

Write  for  more  information  concerning  this  newest  Underwood 
Elliott  Fisher  Accounting  Machine. 

Accounting  Machine  Division 

UNDERWOOD  ELLIOTT  FISHER  COMPANY 

Typewriters  •  Accounting  Machines  •  Adding  Machines 
342  MADISON  AVENUE,  NEW  YORK,  N.  Y. 

Sales  and  Service  Everywhere 


•  After  the  forms  are  inserted  the  operator  does  nothing  but 
**write**  figures  on  the  keyboard  and  depress  the  motor  bar... 
every  other  operation  is  fully  automatic  until  the  completed 
forms  are  removed  from  the  machine. 


Ads  like  this  in  trade  papers  assert  Underwood  Elliott  Fisher  leadership  and  help  get  business. 


Printed  in  U.S.A, 


